


BUS. ADM. 
LIBRARY 


eee 
You <7 
Need 


IT'S ALL YOURS IN THE 
1954 Edition of the 


CREDIT MANUAL 
OF COMMERCIAL LAWS 


You will want to read the analysis of Pennsyl- 
vania’s new Uniform Commercial Code, significant as 
a potential pattern for similar legislation nationwide. 


A Special Service Section, for top-desk use in 
everyday financial procedures, is a new feature of 
THE MANUAL. Here, for example, are practicable 
definitions of financial statement terms, 14 financial 
ratios of 70 industries, simple and compound interest 
tables, a working guide to parliamentary law for 
conducted meetings. 


Safeguard sales, save time, and protect your 
company’s profits by having on your desk for immedi- 
ate reference the latest facts on the laws of Contracts 
and Breach of Contract; Fraud; Order Cancellations; 
Trade Acceptances; Bulk Sales; Mechanic’s Liens; 
Conditional Sales; Bankruptcy—and literally hun- 
dreds of additional subjects that concern the credit 
executive. 


Order Your 1954 MANUAL Now 


Special to Members $8.95 . . . Regularly $10.00 


And there's a BONUS for you who send your 
check with your order—a GIFT COPY of "Busi- 
ness Building through Credit Management''—a 
new compilation of tested credit policies for 
increased volume of profit-business. Ask for it. 


Publications Department 
NATIONAL ASSOCIATION OF CREDIT MEN 


229 Fourth Avenue New York 3, N.Y. 


Precision Tools 


For SOUND CREDIT Operations 
In Touch-and-Go BUYERS’ MARKET 


Precise knowledge of changes in Federal and State laws affecting Credit—and 44 
State Legislatures met in 1953—can save you from expensive mistakes. 
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Meet your HOMEtown Insurance Agent 


“17S LIKE HAVING AN EXTRA EXECUTIVE!” 


How the Insurance Agent 
serves business 


A lot of businessmen in your own community » 
feel that way about your Home Insurance = 
agent. They seek his advice and respect 

his judgment on problems of insurance 
protection. They know from pleasant 
experience that he is qualified by 

training, ability, and sincere interest 

to help them. You can depend on your 
insurance agent—just as you depend 

on your lawyer, accountant, and other 

key men. You need this “extra 

executive” in your business! 


Your “insurance architect”—your 
agent—can design a plan to fit your plant 
and your business requirements exactly. 
It’s good sense and good business to 
help him serve you. Back of him are all 
the broad facilities and experience of 
The Home—all “at your service!” 


Your HOMEtown Agent can serve 
you well—see him now! 


w 


For more than a century, Home policies have provided 


protection in every industry and in every part of the nation. 


This ad is soon to 
ery ota od ole 
full page size in: 


54 1 SATURDAY EVENING POST A 
" ? : 
BUSINESS WEEK 


¥ NATION’S BUSINESS 


Mat: 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE + AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


U.S. NEWS & s America’s leading insurance protector of American homes and the homes of American industry. 


WORLD REPORT 
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Editorial 


Justice for Both 


fin ITEMS in parallel columns in the press in the past months are arresting. 
They should give pause to every loyal American. 


“A Federal judge left a net estate ' “Labor racketeer exacts three 
of one thousand dollars.” hundred and fifty thousand dollars 
from members of his union.” 


Something ought to be done about these situations. 


It is a fact that Federal judges and their families are called upon to make financial 
sacrifices for service to their country that are a reflection on every one of us. Surely 
we should be fair to these men and their families. Surely a country as rich as ours 
ought not to ask great men to deny themselves and their families elementary security 
in carrying out their enormous duties. 


Federal judges who are called upon to administer justice to their fellow men 
receive little justice from us. When Congress reconvenes it should be a first order 
of business to correct this intolerable situation. The least that should be done is to 
set up an adequate compensation and retirement plan that would relieve the minds 
of our judges from anxiety over the welfare of their families when they no longer 
can serve. It is a disgraceful situation that should not be tolerated another day. 


In the field of labor surely the workingman’s right to hold his job should not 

i depend on a racket assessment. Labor union dues and fees for the most part are fair 
in amount and character, and they ought not be jeopardized, nor sound labor union 
management smeared, with situations of this kind. 


Let the full freedom of publicity play upon these extortions. Let the Internal 
Revenue Department vigilantly audit these ill-gotten shakedowns. It is time the 
American workman be protected from these robberies. How can he have peace of 
mind or a normal life when his very livelihood and care of family are subject to the 
demands of a racketeer. The public officials who for political reason condone these 
activities, or whitewash the investigations for fear of political reprisal, should be 
driven from office in disgrace. 


Let us have justice for both our Federal judges and our workingmen. This is 
our duty; let us see that we have the courage to do it. 


HENRY H. HEIMANN, 
Executive Vice President 
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THE JANUARY COVER 


J as it’s high time for some com- 
panies’ executives to wean them- 
selves away from leaning upon the 
Federal Government as a sort of wet 
nurse for black ink nourishment of the 
business ledgers, so too it’s up to credit 
management to “come of age as financial 
analysts,” to look to the constructive 
side, pay more attention to spiritual 
values, and offer constructive advisory 
service to accounts. 
That’s how Harry J. Delaney, execu- 
tive vice president, secretary and a di- 
rector of Meinhard & Company, New 
York, sees the credit man’s job ahead. 





Mr. Delaney is shown with Fred 
Meissner (left), president of the Mein- 


hard organization. Besides the cover 
picture, an article quoting Mr. Delaney 
at greater length appears elsewhere in 
this issue. 

Mr. Meissner had been with Fred’k 
Vietor & Achelis before joining Mein- 
hard two score years ago as an account- 
ant. Successively through various ex- 
ecutive positions he advanced to the 
presidency of the company, of which he 
is also a board member. 

Mr. Meissner is a member of the di- 
rectorate of C.I.T. Financial Corporation, 
trustee of the Jamaica (L.I.) Savings 
Bank. 

Mr. Delaney, long interested in ad- 
vancement of the credit profession, had 
started with the former R. G. Dun & 
Company and was with the Farmers 
Loan & Trust Company and the National 
Credit Office, Inc., before becoming as- 
sociated in 1923 with the then Morton H. 
Meinhard & Company, as credit manager. 
He became a vice president in 1935, 
executive vice president in 1946. 

Besides having served three years as 
a director of the National Association 
of Credit Men and on several National 
committees, Mr. Delaney is a past presi- 
dent of the New York Credit & Financial 
Management Association and the New 
York chapter of the Institute of Credit, 
and was on the latter’s board of gov- 
ernors several years. In addition to 
service on the board of governors of 
the Credit Men’s Fraternity, he has 
been a member of the 475 Club. 

Mr. Delaney is a member of the ad- 
visory board of the Manufacturers Trust 
Company, New York, the board of gov- 
ernors of the Flushing Country Club 
Land Company, and the executive board 
of the Boy Scouts of America, Greater 
New York Council. 
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@ AccELERATED tax write-off allowances, which 
may amount to as much as 100 per cent of the 
cost of the plant, will be extended to defense 
goods manufacturers who locate their plants in 
confirmed labor surplus areas. Most of these are 
in mining or northern textile districts, according 
to a list published by the Office of Defense Mo- 
bilization. 


@ Atomic ENERCY developments may bring 
about a revision in the 17-year rights under pat- 
ent protection laws. Private firms owning atomic 
energy plants would receive, according to a plan 
proposed by Congressional authorities, absolute 
patent protection for three years on nuclear in- 
ventions, with the right to lease-out their discov- 
eries for 14 more years on a royalty basis. 


@_ FEDERAL RESERVE Boarp estimates that when 
the returns are in for 1953, a gross national 
product of $368 billions will have been recorded, 
a gain of 5 per cent over 1952, but adds that 
consumer and business demand will have to show 
“renewed expansion” if that rate is to be main- 
tained this year. 


@. Waite the fiscal 1955 budget for the armed 
services is being predicated on a near-10 per cent 
reduction of personnel in the Army, Navy and 
Marine Corps, according to Charles E. Wilson; 
secretary of defense, he would not say flatly that 
there will be a one-tenth cut in military spending. 


@_ To REPRESENTATIONS by Federal Trade Com- 
mission officials, before a Senate subcommittee, 
that current laws do not give sufficient protec- 
tion to the public against fraudulent operations 
in mail order insurance, the Post Office and Jus- 
tice departments countered with claims that leg- 
islation on the books is quite adequate. 


@_ BusINEssMEN are warned by Commerce Un- 
dersecretary Walter Williams against giving too 
much weight to any one set of factors when ap- 
praising the business outlook. They should not 
allow themselves “to be pushed off base by any 
single facet of the economic picture on a par- 
ticular day,” he advised. 


@. THERE’s ENOUGH anthracite coal in the 
ground to maintain current production rate for 
almost two centuries, said J. J. Forbes, director 
of the U.S. Bureau of Mines, addressing an 
Anthracite Progress Week luncheon in Pottsville, 
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Pa. In pledging cooperation to the industry, Mr. 
Forbes advocated further research into the use 
of anthracite in the metallurgical field. 


@ Georce M. Humpurey, secretary of the 
treasury, recommended that the corporate in- 
come tax rate be maintained at 52 per cent be- 
yond March 31st, when it is scheduled to drop 
to 47 per cent. Readjustments in the corporate 
or excise tax schedules should be considered only 
as part of the general tax revision, he said. 


@ Ten-montHs’ sales figures of department 
stores reported by the Federal Reserve Board 
showed a 2 per cent increase over the same pe- 
riod the previous year. 


@ Secretary oF Derense Charles E. Wilson 
says defense orders to contractors will be leveled 
off over the next three years. 


@, THE GoveRNMENT program to defray part of 
the cost of exploring for strategic minerals has 
been limited to defense minerals in shortest sup- 
ply, and federal share in the exploration costs 
will decrease from 90 per cent to 75. 


@. THE GoveRNMENT will review its rubber pol- 
icy as a result of talks with foreign producers of 
natural rubber, comprising the management 
committee of the International Rubber Study 
Group. The United States has been asked to in- 
crease the price of GR-S synthetics, the govern- 
ment-produced competitor to natural rubber, al- 
though the U.S. delegate to the conference claims 
the price of the synthetic product has no con- 
nection with the price of natural rubber. 


@ V-Loans for the three years from September 
1950 totaled $2.3 billions, distributed as 1,269 
individual loans. The V-loans are made available 
to business for defense or defense-related pur- 
poses under the Defense Production Act. 


@ Civitan controls on the use of nickel were 
ended by the Office of Defense Mobilization, lim- 
iting controls in effect to military, atomic and 
stockpile needs. 


@. GoveRNMENT at year end had $360 millions 
in holdings of dairy products under its price- 
support program, including record butter stocks 
of 278 million pounds, non-fat dried milk 92 
million pounds, and 263 million pounds of 
cheese. 








@. ConsivERABLE reduction of U.S. aid to west- 
ern Europe could be made in the next fiscal year, 
Harold E. Stassen, foreign aid director, wrote 
four Congressional committees. 


@ ABRUPT CHANGE is tabooed in the national 
defense system, says Admiral Arthur Radford, 
chairman of the Joint Chiefs of Staff. Any moves 
will be gradual, while the long-pull program is 
being evolved. 


@ Increases in printing trades union wage 
scales averaged 4 per cent in the year ended 
July 1—9.3 cents an hour higher in commercial 
shops, 11.1 in newspaper plants. 


@_ SMALL Business is to be given detailed in- 
formation of pending Government purchases of 
civilian goods and of other available services, 
under a new program. 





OFFICIAL TEXTS—of all mobiliza- 
tion agency regulations may be had, 
free of charge, by writing the Infor- 
mation Division of the agency in- 
volved, Washington 25, D.C. 

THE FEDERAL REGISTER—a Gov- 
ernment daily publication, which con- 
tains full texts of all regulations, is 
available from the Superintendent of 
Documents, also at Washington 25. 





q@ A proposat by the Federal Power Commis- 
sion for amendment of its rules would provide 
for a reduction of 30 per cent in annual charges 
for hydroelectric project licenses it grants states 
and municipalities. The reduction would start 
January Ist. 


@_ Proressor H. F. Taggart has been named 
chairman of an advisory committee of the Fed- 
eral Trade Commission to make a study of cost 
justification in the charging of different prices 
for identical product and the legality of the vari- 
ation under the Robinson-Patman Act. 


@_ NEw-EQUIPMENT purchases by private busi- 
ness in the last five years have been three to five 
times higher than in 1929, twice as much in terms 
of physical volume, says the Department of Com- 
merce. Equipment purchases in 1952 totaled $22 
billions, and the 1953 figure was expected to be 
slightly more. 


@_ THE Arrive charging the least on a given 
route will get the postal business this year, says 
the Post Office Department. 


@_ Customary late-in-the-year increase of em- 
ployment was missing in the leading labor mar- 
kets, especially in the midwest, though some did 
show slight increases. Less overtime also was 


noted. The U.S. Labor Department’s bureau of 
employment security attributed the change in 
part to auto production cutbacks and to revised 
defense production schedules. 


@. Wirth Acceptance of bids from 44 companies 
to construct commercial grain bins with 9,053,- 
104 bushel capacity, Department of Agriculture 
acceptances for the purpose in the first 10 months 
of the year reached a total capacity of 217,317,- 
457 bushels. 


@_ Five PER CENT decrease in farmers’ cash re- 
ceipts was noted for the first 10 months of 1953, 
compared with the previous year. While October 
was 17 per cent higher than September, the 
figure was 6 per cent under the month in 1952. 


@ THE BANK LOAN PARTICIPATION plan of the 
Small Business Administration provides that the 
SBA and a local bank divide a loan to a small 
company, or the bank make the entire loan with 
the option that it may call upon the SBA later 
to take over a part. 


@. Orver M-106, last of the restrictions on the 
use of columbium and _ columbium-tantalum 
(alloys used as a stabilizing agent for stainless 
steel), has been dropped. 


@ No cnHance in the 1954 price support level for 
barley, rye, oats and grain sorghums—85 per 
cent of parity — Secretary Benson announced. 
Flaxseed support price was reduced to 70 per 
cent of parity; it had heen 80 per cent. 


@ Coorpination of Government assistance to 
small business to avoid duplication of services by 
the Small Business Administration and the new 
Business and Defense Services Administration of 
the Department of Commerce, is an announced 
aim of the Department. 


@. ADVANCE authorization from the sugar divi- 
sion of the Department of Agriculture before im- 
portation of raw or refined sugar from Hawaii 
and the Philippines was made mandatory because 
most of the allotments from those centers had 
been received. 


@._ Exvimrination of duplicate functions in Navy 
Department organization and assurance that 
management “will disclose deficiencies” for ex- 
pediting correction is the twin objective of ap- 
pointment of a review committee on setup and 
operation. 


@_ INTERNATIONAL negotiation of a cotton out- 
put agreement is not in the cards for the present, 
concluded a committee representing 29 nations. 
A full session in Brazil is set for May. 


@ No nEcep to apply for individual export license 
to ship cattle hides and skins, except to Soviet 
and satellite countries, Macao and Hong Kong, 
exporters were advised by the Department of 
Commerce. 
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Good Year Ahead. Bu 


: Requires More Efficiency, Production and Selling 


IXING a managed economy with managed dollars in a buyer’s market can 
be expected to produce a mixed forecast of things to come, and that is the 
mind’s-eye picture painted with the bold brushes of executives in industry 

and commerce, for Credit and Financial Management. 

Certain facts do stand out in high relief. Leaders agree that it’s to be a sleeves- 
up year, a get-to-work year, and that those companies whose financial, sales and 
merchandising departments put their best foot far enough forward as a wedge to 
hold the door open will get their share of the business. 

Says one—chairman of a steel company: “No longer will business be considered 
as an ‘Employees Benevolent Association,’ supported by an inflated economy at 
the taxpayers’ expense.” Another—president of his company—declares that “this 
is the time for increased sales promotion and increased sales facilities and mer- 
chandising personnel.” 

Read these forecasts, then turn to page 11 and note the predictions by more than 
100 executives in many areas of business reflecting their personal ideas on the 
July 1, 1954 readings of the wholesale price index for all commodities and the in- 
dustrial production adjusted combined index. How would your forecasts read? 


Companies Recognizing the Need of Increased 
Emphasis on Sales Can Operate Confidently 


S. W. ANTOVILLE, President, United States Plywood Cor- 
poration, New York, New York 


NITED States Plywood Corporation is an optimistic 
company. It was built on faith in the future of ply- 
wood, and this faith has been more than justified in the 
34 years of the corporation’s existence, during which the 
industry and the company have had remarkable growth. 
It is our considered opinion that the outlook promises 
still further growth in the industry, because plywood is 
today a basic product used not only for building but also 
for a multitude of industrial and manufacturing processes. 
We believe, however, that as in all business the op- 
timism which we feel may have to be confined to those 


enterprises which are sales-minded and merchandising- 
TURN TO PAGE 22 





S. W. Antoville 
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Early °53 Pessimists Scrambling Aboard 
Bandwagon and Predicting a Good Year 


Howarp V. Wippoks, President, Office Equipment Manu- 
facturers Institute, and Vice President and General 
Sales Manager, Remington Rand Inc., New York. 


eo FIFTY-THREE will be known as the year 
of readjustment. At the beginning of the year many 
predictions were being made that our economy would 
take a severe dip when the shooting stopped in Korea, 
with a reduction in Government spending; and the real 
pessimists and old-fashioned economists were predicting 
a depression. This has not happened — and now those 
who made these predictions are scrambling back on the 
bandwagon, predicting it will not happen and that 1954 
will be a good business year. 

What has happened has been an adjustment, industry 





Carl J. Sharp 








Only by Working at It 


Dr. Robert Bartels 


by industry. Textiles and soft goods actually started their 
adjustment in 1952. The steel industry is predicting a 
rate of production of approximately 92 per cent next 
year, which will be greatly in excess of any normal period 
in our business history. The automobile industry is plan- 
ning an “adjustment” to a production of five million and 
some say as many as five and a half million cars next 
year—slightly less than last year, but production of record 
proportions. 

The population of our nation is increasing at the rate 
of three million people a year—a tremendous growth and 
a natural increase in our economy through this factor 
alone. The per capita income is the highest in the history 
of our nation and is still increasing. The amount of 
money available in the hands of consumers is at the high- 
est level ever known in our country. 

One thing necessary at any time for good business is 
confidence. Every day shows increasing confidence on the 
part of the people that now is a good time to buy. When 
money is expended for consumer goods to improve our 
standard of living and take care of normal replacements, 
it immediately is reflected in sound basic business con- 
ditions throughout our country. This is what is taking 
place now and will continue to take place during 1954. 


May Not Eat So High on the Hog in 1954 
But There Will Be Less Stomach Trouble 


Car J. SHarp, Chairman of the Board, Acme Steel Com- 
pany, Riverdale, Illinois 


ess in 1954 promises to be much more inter- 

esting than it has been for many years. Once again 
the free enterpriser will be compelled to exercise his 
ingenuity and common sense in offering his products in 
a free market and to risk his skill in open competition 
lor the customer’s favor. 


Prices will be whittled down, quality will go up. 
Managers will have to manage and workers will have 
to work. 





W. R. Thomas 





Theodore H. Silbert 


No longer will business be considered as an “Em- 
ployees Benevolent Association” supported by an 
inflated economy at the taxpayer’s expense. 


The fat acquired by easy living in easy times must be 
replaced by the muscles of honest, hard work, and thus 
rebuild a higher moral standard of living that pays off in 
satisfaction and pride in a job well done. 

Elimination of the excess profits tax will also eliminate 
the temptation to condone unwise expenditure on the 
theory that Uncle Sam pays 82 percent of the check. 


There is hope for some return to more prudent use of 
capital, and while adjustments may hurt in some places, 
the ultimate good is worth the pain. 


With order backlogs reduced to normal and higher 
inventories of finished goods filling the pipelines of dis- 
tribution, we can expect some increase in the number of 
unemployed as certain industries reorganize for the 
competitive struggle. 


It will be interesting to see if loss of pay from this 
cause is as great as the pay loss that resulted from 
voluntary unemployment due to strikes and layoffs. 


Easy come, easy go, is not a healthy philosophy 
for a country that has attained our standard of living 
by hard work and intelligent use of time and money. 
The sooner we learn our lesson, the sooner we will re- 
gain our traditional stability. More pay for less work is 
a dead duck when profits start dwindling in the 
buyer’s market. Increased production, efficiency and 
more productive sales effort are the key to lower 
prices that will attract more customers. 


There will be less overtime pay and bonuses but plenty 
of regular income to provide for comfortable living. 
During this adjustment period, we may not eat so high 
on the hog but there will be less stomach trouble, and 
the economy as a whole will be much healthier. 
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Planning for Long-Run in Face of Slight 
Interim Adjustments Is Encouraging Sign 
RosBert BarTeE.s, Ph.D., Associate Professor, Department 


of Business Organization, The Ohio State University, 
Columbus 


HE BUSINESS outlook for the coming year is en- 
couraging, for yearend signs are building confidence. 
Production costs will continue firm, possibly rising 
in some instances. Lower production costs certainly will 
not be expected from lower wages. Employment will re- 
main high, although normal shifts will occur, and the 
general labor market will continue competitive. 


Wholesale prices also should remain firm, perhaps in- 
creasing; retail prices will be less inclined to rise. Empha- 
sis will be placed upon increasing turnover, and profits 
tax reductions will assist in holding retail prices. Tax 
benefits on the production level may find use in capital 
spending and in maintenance of dividends rather than in 
price reductions. 


Disposable personal income should be high, because 
of low unemployment, sustained wages, and personal 
income tax reductions. The confidence of consumers 
in continued earnings will support at least the present 
volume of credit business. The quality of consumer 
indebtedness should be maintained. 


There is little prospect of serious curtailment of major 
governmental expenditures. Economy programs resulting 
from organizational changes are of relatively minor im- 
portance in the overall market picture. 


Business spending is expected to be at a very high 
level, with expansion, combination of business lines, and 
modernization occupying the center of attention. 


Sales and advertising budgets are being planned at 
small margins plus and minus the 1953 level. Important 
new products, including home air conditioning units,and 
perhaps color TV, will be bidding for consumer earnings. 
It does not appear that advertising and sales managers 
intend to allow merchandise to speak only for itself. 
Multiple unit dwellings seem to be the most favored for 
the investment of funds. 


Mest encouraging are the confidence displayed by busi- 
ness leaders, their unwillingness to restrict foresight by 
preconceived cyclical theories, and their planning for the 
long-run notwithstanding the possibility of slight interim 
adjustments. 


Thorough “Shaking Out’? Should Lay Firmer 
Foundation for Better Business in Future 


W. R. THomas, Controller, Cutter Laboratories, Berkeley, 
California 


VERALL comments as to the 1954 business outlook 

are bound to be somewhat misleading, as is always 

the case in characterizing a complex situation in terms of 
overall averages or indicators. 

Line by line, business will certainly vary, with many 
major industry lines faring as well as in 1953, if not 
better. It seems doubtful that the auto industry record 
production pace of this past year will find as many cus- 
tomers for their output. On the other hand, some lines 
such as textiles have been undergoing quite a shakeout 
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HOW IT WORKS em 


ae MORE than 100 finance and credit lead- 

ers whose predictions of mid-year Indexes 
appear on following pages present their fore- 
casts as individuals, not for the companies. 

Jot down your own forecasts, then compare 
them when the official returns are in from the 
Government late next summer. 

The base for the wholesale price index for 
all commodities is the one used by the Bureau 
of Labor of the United States Department of 
Commerce and is the average of the years 1947- 
49 as 100. Note that the Bureau reported 115.1 
as the Index for June 1951; 113.0 for January 
1952; 111.3 for June 1952; 109.9 for January 
1953; and 109.5 for June 1953. 

The industrial production adjusted combined 
index base is that employed by the Federal Re- 
serve Bank—1935-39 average as 100. Federal 
reported this Index as 221 for both June 1951 
and January 1952; 203 for June 1952 (remem- 
ber the steel strike?); 236 for January 1953; 
and 241 for June 1953. 

Only one of all those participating in the 
forecasts last January predicted the exact figure 
(see September CFM) in either category. E, J. 
Spiegel, president, Gaylord Container Corpora- 
tion, St. Louis (of which Victor C. Eggerding, 
immediate past president, National Association 
of Credit Men, is general credit manager), pre- 
dicted that the Index would fall within the 
range of 235 to 245. It actually read 241. As 
for the wholesale price index, the Bureau’s 
109.5 was exactly as forecast by Harold H. 
Berg as secretary and credit manager, Dakota 
Electric Supply Company, Fargo, N.D., and 
N.A.C.M. director. 

How many, if any, will do as well this year? 





for several years and may not be too worse off during 
1954. Defense industries may be affected adversely much 
more quickly than originally anticipated, if the recent 
Russian H-bomb developments accelerate a swift chanze- 
over to atomic from more conventional weapons. 

On an overall basis, it would seem reasonable to expect 
the 1953 downturn to continue through 1954 at an accel- 
erated pace, but there are certain brakes on any runaway 
recession. Inventories seem to be in a much sounder posi- 
tion for the majority of businesses than was the case in 
1949. The elimination of the excess profits tax and the 
possible lowering of corporate normal and surtax rates 
may also give business profits a bit of a “shot in the 
arm.” 

Furthermore, the present Administration at Wash- 
ington seems to have retreated from a hard money 
policy and probably will be committed to farm price 
supports for some time to come. This at least means 
that government policy will not be giving the economy 
a deflationary push down the slide at the wrong time. 

Much of the post-war plant expansion seems to have 
been pretty well completed. 

It is my belief that the end of 1954 will find the ma- 
jority of businessmen reflecting that it was as bad as 1949 
and more likely the worst post-World War II business 
year. It does not seem likely to expect a full scale depres- 
sion but rather a healthful and very thorough “shaking 
out” that should lay a sounder foundation for better busi- 
ness in years to come. 





Ss 


HUW THEY READ THE MID-1954 INDEXES 


7 WHOLESALE price index for all commodities will be 107.67 on July 1, 1954, 

according to an average of the personal forecasts ventured by 107 executives in 
industry and commerce participating in a Credit and Financial Management study of 
business expectations in the new year. These executives’ predictions as to the industrial 
production adjusted combined index of that date average at 225.02. Note: the forecasts 
are of the executives as individuals, not of the companies with which they are affiliated. 


W holesale Industrial 
Price Index Production 
For All Adjusted 
Commodities Combined Index 
W. Clark Dean, President, Union Steel Products Co., Albion, Mich... eee et ee eu -.seb IORO 225 to 230 
A. H. Hanssen, Credit Manager, The Davison Chemical Corp., Baltimore, Md. ... rete a res 106.3 238 
W. R. Thomas, Controller, Cutter Laboratories, Berkeley, Calif... 00-0. 0ccc-cccecceccecceceeeceveeceeeeeneene tie ilies bute ee 237 
James N. Jones, Treasurer, Decatur & Hopkins Co., Boston, Mass...-...0.....c0-ccuccccecees co coceeseeeeeceeseeeeeeesveeeee fend» Gee 235 
Ira Rothfarb, Controller, Typhoon Air Conditioning Co., Brooklyn, N.Y... 0... ce. cececeeeeeceeceeeeeeeeee eee eneeeenneeeeeees ....107.6 219 
R. W. Rohrbach, Secty.-Treas. Mgr., Pacific Wholesale Electric Co., San Diego, Calif. 105.5 220 
R. L. Newbraugh, Credit Manager, The Crosse & Blackwell Co., Baltimore, Md. ...0.0..00.0.0.ccccecccecceeeceeeeeeeseeeneeeeeeees 107.5 228 
Homer L. Abel, Assistant Credit Manager, Campbell Soup Co., Camden, Nid. 2.2... 2---occceceec sue cceeeeeeeeees ee eeeeee eee 105.7 228 
Edgar E. Rand, President, International Shoe Co., St. Louis, Mo......--.2.200-.0.0-- cece cceeeececeseeeeeeeceseeeececeeeeeesesciveseesneeeeee waz. 1050 220 to 225 
Paul J. Viall, Treasurer, The Chattanooga Medicine Co., Chattanooga, Temm. 2.2... 2c co cee eeeceeeee enter eee 107.5 215 
W. E. Mueller, General Credit Manager, Morton Salt Co., Chicago, Ml... 2.2 ecee cee eneeee eee eee eens _..105.0 210 to 215 
S. M. Pinkerton, President & Treasurer, Pinkerton Tobacco Co., Toledo, Ohio ............ bs hole il Serta 5 ih Sia 108.0 217 
C. Callaway, Jr., Treasurer, Crystal Springs Bleachery, Chickamauga, Ga. 2002-22-20 eoeeeeeeeeeeee eee sca 105.5 226 
K. H. Jones, Vice President & Secretary, The Drackett Co., Cincinnati, Ohio ............. oe ce Sc AS es 6 cae 107.4 237 
C. F. Ensign, Asst. Treas., Cleveland Twist Drill Co., Cleveland, Ohio... .............0.-.2--c-ccccecececcesececcececeesuseseeseeeseeeeseeeeceeeee 110.3 243 
Robert Bartels, Associate Professor, Ohio State University, Columbus, Ohio 2c cia 108.0 250 
R. M. Booth, Treasurer, The De Vilbiss Company, Toledo, Ohio... o.oo cceececeeeeeeeete eee lars s6tRL ae ee 106.7 217 
W. G. Kromer, General Credit Manager, The Quaker Oats Co., Chicago, Wh nec ccee ec cceec eect eee 106.0 215 
W. D. Virtue, V.P. & Treas., Public Service Co. of Colorado, Denver........ AL Ie | pens Ne eI ol 2 i we be Tank rt Eine! 106.5 225 
H. C. Cogan, Treasurer, The Parker Appliance Co., Cleveland, Ohio. ene ih atin dua .103.0 225 
K. C. Tiffany, Vice President, Burroughs Corporation, Detroit, Mich... 0. baccarat See Bese apres a 109.0 225 
C. H. Maar, President, Lincoln National Bank & Trust Co. of Syracuse, N.Y. 0c 108.2 229 
A. J. Millhouse, Vice President, Galena Glove & Mitten Co., Dubuque, lowa ...... FP ee ee A eee 106.4 229 to 233 
D. A. Gordon, Manager, Gleason & Company, Emeryville, Calif. Sl lac 110.3 to 110.5 
M. M. Schade, Treasurer, Continental Rubber Works, Erie, Pa... . 2 fs cakes 110.0 216 
L. R. Golda, President-General Manager, W. J. Bailey Co., San Diego, Calif. 0102 229 
P. E. Nichol, Credit Manager, The Udylite Corp., Detroit, Mich. ec ceeeeeeeee sds) ans 2 199 
L. P. Koch, Credit Manager, W. A. Sheaffer Pen Co., Fort Madison, lowa 2.0.0.0... .0c2cccc0ceceecoeseceeeseeeeeeceseeeeeeeeeeees 107.9 225 
H. J. Hall, Asst. Secty., Imperial Paper & Color Corp., Glens Falls, N.Y. 0... i ata lathe i eat 112.0 225 
J. B. Fenner, V.P. & Controller, Electric Auto-Lite Co., Toledo, Ohio... 0.2 Ae te sates? 3 oz 105.0 200 
D. W. Cook, Controller, Megs Macaroni Co., Harrisburg, Pa... em RE ea AE oe De ee i eis etn Rage 106.8 215 
L. E. Frankenstein, Credit Manager, B. Kuppenheimer & Co., Chicago, Ill... ght Sa 105.2 217 
D. R. Whyte, Treasurer, The Mau-Sherwood Supply Co., Cleveland, Ohio 22.2 .108.3 235 
Paul T. Good, Vice President, First National Bank, Houston, Texas... 20.220. oooceecce cece ceeeeeeeeeeeeee aioli terre ast: 227 
C. E. Klinck, Asst. Secty., Mississippi School Supply Co., Jackson, Miss. ..............-..2.--..c-c-cccccececeeceneeceeteeeeeceeeeeeeeeceseeeeeee 103.7 225 to 230 
M. G. Ensinger, Pres. & Gen. Mgr., Union Wire Rope Corp., Kansas City, Mo: ...... Be ae . 98.4 201.3 
Harald H. Rasmussen, Credit Manager, Emerson Drug Co., Baltimore, Md. 22222. e cece eee eee 107.7 218 
R. O. Marshall, Credit Manager, Controller, Twin Draulic Inc., Laurens, lowa 2.02020... 3 112.4 256 
B. F. Martin, Vice President, Louisville Cement Co., Louisville, Ky. oon cece ence eee 111.0 230 
Robert S. Black, President & Treasurer, Black Bros. Co., Mendota, Ill...........0....... Et noe oe ek, peeks asans FORO 201 
Morris S. Weeden, Treasurer, Bristol Laboratories, Syracuse, N.Y........ ad Pies Site Ae cr, cera ca elas be 104.2 229 
E. H. Martin, General Sales Manager, Abernathy Casket Co., Kansas City, Mow 2200020-22.2.o.oieccceeec coco. 105.8 244 to 253 
J. J. Weiss, Chief-Statistical Dept., and H. Rothenberg, Assistant, Zonite Products ‘ees New York, N.Y... ...107.5 to 108.5 235 to 238 
R. L. Moore, Asst. Secty. & Treas., Mosher Steel Co., Houston, Tex. a eid ; 105.0 210 
Max Mallin, Credit Manager, Milprint, Inc., Milwaukee, Wis... Se ea a ee St eae ea 107.8 229 
John R. Kirk, Jr., President, The Plaza Bank of St. Louis, St. Louis, Mo... Soe Ei are et ih Sean eta 104.5 235.5 
H. C. Luick, Asst. Cashier, Northwestern National Bank, Minneapolis, Minn... ..-..----2.----e-secees-eeeeeeeeeeeeees aes: 110.3 239 to 248 
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Wholesale 
INDEX FORECASTS (Concluded from preceding page) —. - 

Commodities 
George G. Main, Treas., Westinghouse Electric Corp., Pittsburgh, Pa... sie Sica ieandab eich ak otady.< Sa 107.3 
W. L. Berry, Treas., Ward Leonard Electric Co., Mount Vernon, N.Y... Pern en ae ee 
H. H. McGregor, Credit Manager, Modern Appliance & Supply Co., Inc., New dene La....... ATT 
Henry J. Maass, Jr., Controller, Chanel, Inc., New York, N.Y................ Rie, 5; ...105.0 
E. H. Lichtenberg, Controller & Asst. Secty.-Treas., Clayton & Lambert Mfg. | Co., Louisville, ale. Bi 107.1 
P. S. Kernion, Secretary, Meyer Bros. Drug Co., Inc., New Orleans, La. 0000 Baie se a cat Sree 108.5 
J. B. O'Neil, Controller, Scott-Buttner Electric Co., Inc., Oakland, Calif. 0. A123 
K. L. Fruen, Credit Manager, General Mills, Inc., Mechanical Div., Minneapolis, Minn. ... 105.0 
W. Don Eck, General Credit Manager, Paxton & Gallagher Co., Omaha, Nebr. ... 108.4 
Geavens ©. Gasnald, Partner, Fernald & Co. Piadolphiin, Ponce ccc cee ccseeee 108.6 
Harry Williams, Partner, Peat, Marwick, Mitchell & Co., New Orleans, La.. 108.7 
W. F. Rockwell, Jr., President, Rockwell Mfg. Co., Pittsburgh, Pa... 96.3 
S. W. Antoville, President, U. S. Plywood Corp., New York, N.Y... 105.0 
Paul C. Baichly, Credit Manager, Ralston Purina Co., St. Louis, Mo............ 107.5 
R. C. Hedke, Executive V.P., Eaton Chemical & Dyestuff Co., Detroit, Mich. . 107.0 
O. W. Samuelson, Assistant Treasurer, Biddle Purchasing Co., New York, N.Y. ee 104.0 
R. L. Simpson, President, C. T. Patterson Co. Inc., New Orleans, La.............. ; ... 109.1 
Blanche M. Scanlon, Assistant Manager, Nash Coffee Co., St. Paul, Minn. _.... Renan ee Sura ae ik ne 106.0 
Kenneth Spencer, President, Spencer Chemical Co., Kansas City, Mo........ Slee Arca concibincihensapect minilonaisinioniontillaed 104.5 
Warren Tyler, Treasurer, W. H. Bintz Co., Salt Lake City, Utah eee teca eee eal ote a 108.5 
R. K. Sybert, Secretary-Treasurer, Hage's Ltd., San Diego, Calif... DAE hoe aN gs see, Sane op Nebel oe 105.0 
Fred J. Blum, Secretary-Treasurer, Midwest Piping Co., Inc., St. Louis, Mo. ...... es cee ....107.6 
L. J. Comeau, Jr., Asst. Credit Mgr., White Fuel Corp., South Boston, Mass. ...... ...108.1 
Ryland G. Bristow, Treasurer, Lyon Conklin & Company, Inc., Baltimore, Md. 20 ees 105.0 
D. E. Cross, V.P. & Treas., Belknap Hardware & Mfg. Co., Louisville, Ky. ......... 107.5 
Robert H. Bolman, Vice President, Oakland Bank of Commerce, Oakland, Calif. .... 106.5 
R. A. Carrier, Asst. Treas., Agar Packing & Provision Corp., Chicago, Ill. ....... ....107.0 
Sidney A. Stein, President, Congress Factors Corp., New York, N.Y..... — ... 106.2 
A. T. Woodward, Secty.-Treas., United States Shoe Corp., Cincinnati, Ohio ... 106.8 
John F. Kerrins, Office Manager, Frazer & Jones Co., Syracuse, N.Y.......... ...106.0 
Charles E. Schneider, Credit Manager, Eagle Pencil Co., New York, N.Y. Fae Saath. _...108.2 
John Froelich, Chairman of Board, The A.P. Parts Corp., Toledo, Ohio ..... Bede ...108.0 
R. W. Johnston, Credit Manager, Norton Co., Worcester, Mass.. - eh 
F. U. Naylor, Gen. Credit Mgr., Pacific Gas & Electric Co., San hanalien ...104.0 
Harold H. Gloe, Treasurer, Morrison-Merrill & Co., Salt Lake City, Utah 107.9 
E. G. Stegemiller, Assistant Treasurer, Armco Steel Corp., Middletown, Ohio _..108.7 
E. J. Platt, Vice President & Cashier, Pioneer Bank, Chattanooga, Tenn. ....... _..106.0 
D. H. Hotchkiss, Assistant Treasurer, The Petrequin Paper Co., Cleveland, Ohio . ..107.5 
Robert J. Kohberger, Secty.-Treas., United States Tobacco Co., New York ......... 107.0 
A. H. Ahlers, Asst. Secty. & Asst. Treas., Owens Illinois Glass Co., Toledo, Ohio ...... ... 110.0 
T. D. Oxford, Assistant Treasurer, General Shoe Corp., Nashville, Tenn. ...20-0.220.200202-.-. Sk ccataliidchdae ad ...102.0 
A. O. McLellan, President, Merchants National Bank & Trust Co., Fargo, N.D. Peas erin Fs Sete 104.5 
L. D. Duncan, General Credit Manager, National Distillers Products Corp., eas? York, NY. pate gp coast Ace 106.0 
John J. Frank, Vice President, The Frank Tea and Spice Co., Cincinnati 5 ...105.0 
D. A. Gaudion, Vice President-Sales & Advertising, The Pfaudler Co., Rochester, N. *. Sr A pkic 3 eee 105.0 
E. J. Geske, Credit Manager, Phoenix Hosiery Co., Milwaukee, Wis... ..---.---.-----eeeeeee oe eee tne 108.0 
Ramee? Gieerd, Gasteater, tenes Co., Lovitie, Ky... 0... .....102.0 
Carter C. Higgins, President & General Manager, Worcester Pressed Steel Co., Worcester, Mass................. 1NN.3 
C. W. Jackson, Credit Manager, Moorman Mfg. Co., Quincy, Ill... ea Oe eee ; 
B. F. Edwards, Jr., Vice President, Bank of America, San Francisco, Calif... 107.1 
Rex Davis, Assistant Treasurer, Cutler-Hammer, Inc., Milwaukee, Wis... shel lab .....107.4 
Harold H. Berg, Credit Manager, Dakota Electric Supply Co., haan: N. D.. baeadteiet .....107.7 
P. H. Davenport, President, Southern Equipment & Supply Co., San Diego, Calif... ee .....107.2 
J. H. Frazier, Credit Manager, Great Lakes Steel Corp., Ecorse, Detroit, Mich... 107.5 
M. Richman, Treasurer & Controller, The Burdett Oxygen Co., Cleveland, Ohio... 105.3 
George T. Stockfleth, Assistant Treasurer, The Colorado Fuel & Iron Corp., Oakland, Calif. 105.0 
C. G. Bunting, Secretary-Treasurer, Detroit Steel Products Co., Detroit, Mich....... ps 102.7 
F. G. Emrick, General Manager, Range Oil Supply Co., Minneapolis, Minn... occ cnccee ences eceneeee eee eee 105.2 
H. A. Lombard, Treasurer, Burroughs Corp., Detroit, Mich... I IRR a pace te clei oes sO 
William B. Behrens, Secretary-Treasurer, The Randall Co., Cincinnati, ‘Ohio. ssi saat ise alain hada ontinseindin hes uh 108.5 
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Industrial 
Production 
Adjusted 

Combined Index 
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225 
201 
245 
235 
220 
219 
221.6 
225 to 235 
216 
230 to 240 
216 to 220 
217 
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231 
217 
235 
225 
230 
223 
248 
220 
217 
240 
230 
228 to 232 
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226 to 231 
230 
220 
231 
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219 
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233 
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230 
224 
225 
230 
200 
230 
228 
234 
195 
221.9 
236.3 
235 
205 
231 
207 
230 
216 
211 
238 
215 














Moderate Slowdown Should Be Reversed 
By Tax Cuts; Population Growth a Factor 


THeopoRE H. SitBert, President, Standard Factors 
Corporation, New York, New York 


fin QUESTION now is obviously whether we are 
heading into something like 1948-49, something more 
like 1937, or something that is not even as serious as the 
inventory adjustment of 1948-49, The sentiments of econo- 
mists, economic consultants and leading business execu- 
lives vary from extreme optimism to extreme pessimism, 
despite the fact that all economists work virtually from 
the same set of facts and figures. All analysts agree, how- 
ever, that the “momentum” that has carried our economy 
along is not likely to run out of gas all of a sudden. 

There are a number of facts and figures that bear close 
watching. Among them are the trends in defense spending, 
plant and equipment expenditures, personal income and 
commodity prices. There are, of course, plenty of other 
useful indicators, such as steel output, automobile sales, 
housing starts, business failures, and even the stock mar- 
ket. But the first four will determine whether we will fall 
off the high and narrow ledge of the super-boom on which 
we are now precariously perched, or whether we will re- 
gain our grip and find ourselves once more on solid 
ground. 

I do not believe the current slight letdown in business 
marks the start of anything more serious than a moderate 
slowdown, which should be reversed soon after tax reduc- 
tions have become operative. This major conclusion is 
based on two reasons: first, the new pattern of income dis- 
tribution in this country, and, second, our population 
growth. Since 1929 we have had a “bloodless” transition 
which has seen a decrease in the income going to our top 
brackets and a rise of the income going to our middle and 
lower classes, which spend the bulk of their income on 
consumer goods. 


Reasonable Level of Business Calls for 
Sound Thinking and Realistic Evaluation 


W. E. MUELLER, Credit Manager, Morton Salt Company, 
Chicago, Illinois 


ee level of business, commensurate with 
the needs of our economy, can be maintained in 
1954, but to do so will call for sound, constructive think- 
ing, self-analysis and a realistic evaluation. 

The festive board provided by a paternalistic govern- 
ment has left us in a state of complacency and we have 
come to accept the mirage of security as reality. How- 
ever, (changing the metaphor), we know that storms 
usually are preceded by lulls—and currently we are 
drifting in the doldrums of uncertainty. 

In the less immediate past we were inclined to drift 
with the tide, frequently upon the shoals of resignation, 
occasionally even being wrecked on the rocks of despair. 
The period from which we now are emerging, however, 
has been one of aggressive, dynamic action necessary to 
the vigorous, successful defense of our aims and ideals. 
in the process, constructive thinking has evolved numer- 
ous advances in science, and today we are better equipped 
io cope with the problems of peace, provided we are 
willing to accept the challenge to analyse our potential, 
gauge our production accordingly and return to the tenets 
of fundamental salesmanship. 








OUTLOOK FOR INTEREST RATES 


Says Raymond Rodgers, Professor of Banking, 
New York University, Graduate School of 
Business Administration and School of Com- 
merece, Accounts and Finance; member of 
faculty, N.A.C.M. Credit Research Founda- 
tion’s Graduate Schools of Credit and Finan- 
cial Management, Dartmouth and Stanford: 


Y CONCLUSIONS as to the outlook 
for interest rates are that probable 
declining borrowing by the F. tant — 
ernment, and declining 4 
borrowing by both 
business and individ- 
uals because of a slack- 
ening in business activ- 
ity, will far more than 
offset any possible in- 
crease in borrowing 
such as may be expec- 
ted from states and 
local agencies. Contin- 
uation of the recent high rate of saving 
and the “easy money” policy of the 
Federal Reserve authorities insure ease 
on the supply side. 

In consequence, short-term rates will 
definitely be moderately lower; and long- 
term rates will also be lower, subject of 
course to the debt management policy 
of the Treasury—and all present indica- 
tions are that this policy will be an “easy 
money” one. 





RAYMOND RODGERS 





Let’s not be disturbed by the cry of “Wolf.” There’s 
still sound thought behind the poet’s admonition, “Be 
not like dumb driven cattle” but instead “be a hero in 
the strife.” For the business realist of today will be the 
leader of tomorrow. 


Efficient Operation, Improved Product, 
Better Selling Would Preface Expansion 


HERBERT R. SILVERMAN, Vice President, James Talcott, 
Inc., New York, and Chairman of the Board, National 
Commercial Finance Conference, Inc. 


W* ARE in a new tightly competitive area. When 
half our production was earmarked for war orders, 
or later when most of our companies were working away 
at the postwar backlog of pent-up demand, or more re- 
cently when constantly rising prices assured even high 
cost producers a profit, the competitive spirit that made 
American enterprise great was not so much in evidence. 
Now business management is more or less on its own. The 
rewards are going to those who earn them. 

Barring inflationary moves by government, our econ- 
omy, I believe, should enter early this year into a period 
of contraction in business activity marked by a moderate 
drop in the volume of industrial production, something of 
the order of 5 to 10 per cent overall. 


Management must face up to the major tasks arising 
TURN TO PAGE 22 
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Today’s Recipe for Management That Manages: 






BRAINS AND A WILL TO WORK 


“The credit executive has far 
less to fear from the crook in 
modern business than from the 
honest man who doesn’t know 
what he is doing.” 

—HARRY J. DELANEY 


ECOGNITION of the _ plus 
values of a potential account— 
energy plus ingenuity, good in- 
tentions plus 
good works — is 
the test of the 
competent credit 
manager of to- 
day, and he’s not 
the quondam 
commonly envis- 
aged “thin, 
stoop - shoul- 
dered, flinty- 
eyed individual 
poking at figures with a sharp pen- 
cil.” 

Pointing to indications that “we 
may be approaching, if not a turn in 
the road, at least a plateau in the 
upward trend of the economic path,” 
Harry J. Delaney, executive vice 
president and secretary of Meinhard 
& Company, Inc., New York, flashes 
the following red, and green, lights 
to those responsible for the credit 
policies of business: 





H. J. DELANEY 


(1) Credit management must get 
back on the job, watch conditions, 
watch the progress of customers. 

(2) “We must come of age as 
financial analysts’—watch inven- 
tory and capital position, outstand- 
ings. 

(3) Look to the constructive side, 
help industry put money to work 
profitably. 

(4) Pay more attention to spir- 
itual values. 

(5) Offer constructive advisory 
service. 

(6) Select companies not only 
financially sound but also with ca- 
pacity to survive under adverse 
conditions. 

(7) Place emphasis on manner in 
which assets are handled rather 
than the value of the assets them- 
selves. 


“Let’s admit that during the past 
15 years we have never had it so 
good (in safeguarding industry’s 


capital),” Mr. Delaney told the Tri- 
State Credit Conference in Balti- 







more. Under the preparedness and 
lend-lease programs, and the war, 
“credit men were living in a kind of 
paradise of their own—a paradise of 
‘no bankruptcies’—with even the in- 
efficient, ill-equipped marginal pro- 
ducers making money.” It “took 
genius—of a back-handed sort—for 
the customer to get into trouble.” 


It’s Different Operation Today 

Not now, though “it is still difficult 
to view the immediate future with 
too much alarm,” because 1953 on 
the whole was one of the most profit- 
able years on record for American 
business, the total number of un- 
employed scarcely sufficient to rep- 
resent a normal labor turnover, and 
personal income (despite purchasing 
power shrinkage of the dollar) 
pointing to a “substantial increase in 
the capacity of the American people 
to buy goods and services.” 

Competition, already increasing, 
“will be the hard-bitten competition 
of skill in administration and effici- 
ency in production, not to mention 


on some of the things which do not 
appear on a balance sheet—such 
things as character, creative imagi- 
nation, ability, and those spiritual 
values that round out our appraisal 
of the applicant for credit.” 

For one thing there is the duty to 
satisfy the average businessman’s 
hunger for information and advice, 
going beyond mere figures to offer 
constructive advisory service on 
manufacturing and sales techniques, 
personnel problems and many other 
fields of operation. 


Brains Most Precious Commodity 

“More than that, we must be 
equipped to recognize weaknesses in 
business operation other than purely 
financial ones, ready to warn those 
whom we advise, and if we are not 
ourselves competent to provide 
sound restorative methods, we 
should be able to recommend com- 
plementary services that are avail- 
able. In short, we should approach 
each situation on the constructive 
basis of finding ways and means of 








“In the days ahead, the role of the credit man in the competi- 
tive market will call for the addition of another ‘C’, COURAGE 
—the one ingredient which will be of vital importance if the 
credit executive expects satisfactorily to perform his role as a 


sales builder.”’ 





dynamic selling.” So, Mr. Delaney 
adds, “the figures of firms going into 
bankruptcy are the highest since 
1949,” while wholesalers of lumber, 
building materials, hardware and 
auto equipment are “showing the 
strain,” and textile producing and 
apparel “seem under the most severe 
pressure” in manufacturing areas. 


Against these signs, the execu- 
tive cautions, a more and more 
intensive study of developing con- 
ditions is mandatory on the credit 
profession, an increasing awareness 
of “the hard and irrevocable impact 
of economic fact.” 


But that is only the beginning of 
the credit man’s job and mission. No 
longer is the old two-to-one ratio the 
yardstick, and the exercising of 
sound financial judgment tells only 
part of the story of the new respon- 
sibility. 

“We should put growing reliance 
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developing business through the 
utilization of credit. 


“Today, brains are the most pre- 
cious commodity in the world. 
Brains and a will to work are an 
almost unbeatable combination. 
Where these elements are lacking 
in any given situation, let us be- 
ware. Such a business we will find 
headed inevitably for the bank- 
rupt¢y court.” 


The implicit confidence engen- 
dered in the last two decades, that 
Government will see the economy 
through any depression, may hold 
water, but in any case, Mr. Delaney 
observes, “we are certain to en- 
counter periods of decline when it 
is hard for management to make 
money or even to make both ends 
meet.” Under such conditions a 
recognition of the quality and effi- 
ciency of management of a company 
is one large clue to determining 











credit extension, not to the degree 
of “unrestrained eagerness to build 
up sales with marginal accounts” 
but at the other extremity certainly 
not predicating action upon a “no 
losses” policy. 


Automatic Folding 


lame iT: 
Development, Not Bigness 


a 
Competition is dominated always S ty a ' ; j2 SH tL aT Cc es 


by discovery, innovation and techno- 
logical development, and not by big- 
ness, he says, and goes on to show 
from the history of the steel busi- 
ness that “no markets are com- 
pletely controlled by one company 
because of size.” Rather, the chal- 
lenge to management is in the oppor- 
tunities presented by new materials, 
processes and products, for “the fit- 
test shall always survive.” 
Incompetence is the major cause 
of business casualties. “Give prefer- 
ence in the extension of credit to 
those concerns where the integrity of 
the principals is unquestioned, where 
management is intelligent and for- 
ward-looking, where a _ reasonable 
amount of working capital is em- 
ployed, and where production facili- 
ties are modern to the last degree. 
Up-to-date equipment will produce 
quality merchandise and at costs in q 
line with competition. Add to this a sos 
sales force organized to obtain max- 
imum results in markets that will 
yield a fair return and you have an 
almost unbeatable combination. 























New Folding Machine Saves 
Time on Jobs Like These 


e Monthly statements e Correspondence = Bulletins 





“J would far rather take the @ Price lists e Order blanks e Invoices 
responsibility of financing an enter- e Instruction sheets ¢ Form letters e Circulars 
prise such as this than lend money e Envelope Inserts ¢ Special Mailings 


to a concern, perhaps statistically 
( stronger, which is dying on its feet 
4 because of outmoded methods and 
4 lack of critical leadership.” 


Folds up to 6 Stapled Sheets 

This new, low-cost, small folding machine with auto- 
matic feed makes all standard folds and handles up to 
six stapled sheets. Exclusive Quick-Set fold chart 
attached to machine. Eliminates guesswork. Instruction 


The credit man who gives full con- time 5 minutes or less. 


sideration to the plus-values of a 
company is anything but the man 
pictured by the public and even by 
many experienced business heads, 
“a skinflint of sorts whose chief joy 
in life is to find ways and means of 
antagonizing the sales manager by 
declining business.” If he fitted this 
description “he would deserve the 
hanging to. which some would like 
to consign him.” 


See it Demonstrated without Obligation 
Here’s a sure way to know if this efficient folding 
machine can save you money. Simply fill in and mail 
the coupon below. We will arrange for a demonstration 
in your own office. There is no obligation on your part. 
Mail the coupon now. Satisfy yourself that you are not 
overlooking a way to save money. 


“ A:B: DICK 


\ THE FIRST NAME-IN DUPLICATING 








Activities and Progress 

Mr. Delaney defines the activities 
of the competent credit department 
as these: not only continuous finan- 
cial analysis but customer contacts, 
credit group activities with other 
companies, study of markets and 
merchandise, evaluation of advertis- 
ing and sales promotion methods, ex- 
ploration of manufacturing tech- 
niques and understanding of produc- 
tion facilities—all with the idea of 


(Concluded on page 20) 


e0eeee A.B. DICK’ IS A REGISTERED TRADE MARK OF A.B. DICK COMPANY eecccce 
A. B. DICK COMPANY CF-154 
5700 West Touhy Avenue, Chicago 31, Illinois 
QO I’d like full information about your folding machine 
O Please arrange a folding machine demonstration 





cinerea OO 
Organization 

Address 
i teint 


SOHOHSHSHSSHHTTSHOSSSSSSHOHSSOSSSHSSHEHHHSHSHHHHHHHSEHHEHHSESEEE 


SCOCCSSSSOSSESSSSSSOSESEEOE 
@Ceeeeeeeeeeeeeeeeeeees 


CREDIT AND FINANCIAL MANAGEMENT, January, 1954 15 











ant How HW Vis Soto! 


A Feature Series on MANAGEMENT AT WORK 








ARELY can a company with 
R justice claim that it alone has 
brought a hard-pressed debtor 
out of serious financial difficulties 
and put him on his feet again. It is 
usually the cooperative efforts of a!l 
of the principal creditors which 
achieve that result. 

A different story is the case of the 
business newcomer of considerable 
confidence-instilling ability and in- 
tegrity though little financial strength. 
In a number of instances we can 
point with some pride to having ex- 
tended credit to such a one—and seen 
him struggle upward to substantial 
success. Yet even here our good job 
was but part of the case history, for 
the credit extended him by other 
companies following our leadership 
shared in helping him emerge into 
a going business. 


Involved by Financial Backer 

One such instance concerns a job- 
ber for one of our products. In es- 
sence his difficulty arose through the 
unexpected death of a financial back- 
er who unfortunately had induced 
him to become involved rather sub- 
stantially in lines of activity not di- 
rectly related to his business, though 
in a measure kindred. As so often 
happens, the affairs of the backer 
proved to be highly involved, with 
all sorts’ of deals pending or half- 
finished. 

Moreover, at the time of death his 
liquid assets were practically nil, 
though the estate eventually liquidated 
for a sizable amount. He had con- 
cealed a weakened heart condition 
from everyone; there was no insur- 
ance; the widow was actually de- 
pendent upon the charity of relatives 
for her daily needs. 

Our jobber had contracted a large 
amount of indebtedness for ma- 
chinery, on which payments had to 


be made monthly. While he had been 





J. B. LODGE, Credit Manager 


Hercules Powder Company 
Wilmington, Delaware 


successful in renting some of the 
machinery to others, the income from 
the rentals was far from sufficient to 
meet the monthly payments, nor was 
there immediate prospect to use or 
lease enough of the machinery to 
discharge the monthly commitments, 
because business had fallen off. 

Nevertheless, the jobber had been 
paying on the machines for several 
months, and repossession or forced 
sale would have made certain a severe 
financial sacrifice. 


But—when his backer’s death 
closed that avenue of revenue, the 
jobber in desperation had begun to 
keep up the payments by using the 
money derived from the sale of the 
products of our company and two 
other suppliers, in the hope that a 
break in the clouds would come 
and permit him to catch up. 


That was the situation he precipi- 
tated by allowing himself to be per- 
suaded that he could work his way 
out of his troubles in a short time. 


The jobber’s past record had been 
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good, in terms of honesty and ability. 
but we were aware that the account 
had been slipping from a payment 
standpoint. Though we had not been 
able to obtain a satisfactory explana- 
tion of this through our sales people, 
we were not unduly disturbed. How- 
ever, we did schedule on our calendar 
a visit to the jobber the next time we 
would be in the area, and thus we 
learned to our surprise of the very 
serious situation on our hands. 


Another Supplier Threatens Action 
Bit by bit the story unfolded. 
Finally in his despair he laid the 
entire problem before us. His lack 
of frankness had brought from one 
supplier a threat of drastic action 
against him. Another supplier was 
pressing him hard. Only then did he 
fully realize how precarious his posi- 
tion had become, and that he had 
euchred himself into a plight wherein 
his integrity could be impugned. 


Through the cooperation of the 
late backer’s brother, who was an 
attorney and an executor of the 
estate, we were able to fill in more 
details and then to plan for grad- 
ual liquidation of the past-due in- 
debtedness. Another first step was 
to forestall the threatened action. 
We communicated with the other 
suppliers by phone, and both 
agreed to go along with our plan 





HIRTY-SEVEN years with one 

company, 30 of them in selling, 
purchasing and credit work, J. B. 
Lodge, credit manager of the Hercu- 
les Powder Company at Wilming- 
ton, Del., writes from a rich store 
of business experience. 

Earlier, he comments, he had en- 
gaged in “a lot of miscellaneous 
jobs in several parts of our country, 
as kids with itchy feet do—selling, 
in clerical work, at manual labor.” 
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for a few weeks in order to see if 
definite progress could be made. 


We arranged for our local repre- 
sentative, a former banker, to go over 
the jobber’s books and present us all 
with a statement. We effected tem- 
porary leniency on the part of the 
bank. Our local man practically lived 
with the account for several months 
and revised the latter’s bookkeeping 
methods to the point where the debtor 
knew what he was doing from week 
to week. 


Now that a little light was shining 
through the storm, the jobber went to 
work in a big way. Within a year he 
had practically cleared the debts off 
the register. By that time most of the 
onetime backer’s estate had been 
liquidated. With our help the jobber 
was able to untangle the maze of in- 
volved transactions, and thereby real- 
ize a return of several thousand dol- 
lars to him. 


To this day the jobber demon- 
strates in various ways his grateful- 
ness for the confidence and help ex- 
tended him, and that is no small part 
of the satisfaction in helping a man 
to help himself. 


Credit Plate System Begun 
For Tide Water’s Accounts 


A metal imprinted credit plate sys- | 


tem, to reduce by one-half the time 
required to write out sales slips for 
service station credit card holders, 
is being installed by Tide Water As- 
sociated Oil Company in the seven 
western states of Washington, Ore- 
gon, California, Idaho, Nevada, Utah, 
Arizona, and in the Territory of 
Hawaii. A thin metal plate attached 
to the back of each credit card will 
bear the customer’s name and a 
coded number. The dealer’s im- 
printing machine will transfer the 
name and number to a sales slip and 
add the date of sale and name and 
location of the selling dealer at 
one time. Three thousand Addres- 
sograph-Multigraph imprinting ma- 
chines have been purchased by the 
oil company and will be leased to 
dealers. 


Frederick Bowes Honored 


Frederick Bowes, Jr., director of 
public relations and advertising for 
Pitney-Bowes, Inc., Stamford, Conn., 
has been elected president of the 
Public Relations Society of America. 
He at one time was administrative 
assistant to J. Edgar Hoover, director 
of the Federal Bureau of Investiga- 
tion. 











Free 


to Executives: 
Business Trends 


Chart 


1954. edition of famous chart 
ready for mailing 


Yours for the asking .. . the 1954 Business Trends & 
Progress Chart . . . a full-color graph that’s suitable 
for framing. Charts consumer spending, national 
income, plant and equipment expenditures, the 
economic pulse, other vital business facts, from 
1796 to date. Send for your free copy today. Use 
the handy coupon below. 


Ameriean Credit 


Indemnity Company 


of New York 


y MAIL THIS COUPON TODAY y 


American Credit Indemnity Company of New York 
First National Bank Building, Baltimore 2, Maryland 


Please send me the NEW “Business Trends”’ chart. 
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TRENDS-- 


HOW 1954 STACKS UP 


HE BUSINESS PICTURE ahead has 

been limned on preceding pages 
of this issue as individuals see it. 
These executives have drawn the 
lines both in running comment of 
forecast and in the bare predictions 
of Index standings, come July. 


Now for views on a broader gauge, 
moving into wider horizons of topic 
and larger units of expression—insti- 
tution and group. 


General 


MODERATE DECLINE from the past 
year, but high activity by any cri- 
terion other than 1953 records. For 
key industries, that’s the way opin- 
ion has sifted down from the earlier 
wide ranges of optimism and pessi- 
mism into a realistic average of 
sentiment. In three bellwethers of 
business only a slight slowing of pace 
is expected: production plant and 
equipment expenditures; passenger 
auto output (5% million new cars 
vs. 6 million in 1953); and new 
construction. 


National City Bank of New York, 
for example, cites three common 
reasons for “recession talk”: a drop 
of demand in relation to a cessation 
of expansion of inventories and con- 
sumer debt, buyers taking a “breath- 
er” because well stocked, and rela- 
tions of wages, costs and prices 
imbalanced as a result of the long 
building up of inflation. 

But, says National City, Govern- 
ment demands for goods and services 
are “relatively unshrinkable,” lend- 
ing institutions are sound and liquid, 
current savings large ($200 billions 
of cash or cash-equivalent assets 
estimated held by individuals), in- 
ventory holdings not predominantly 
speculative, and the stability factor 
in unemployment compensation, pen- 
sions and other benefits, and farm 
price supports. 


Hard Goods 

CurTsacks in hard goods produc- 
tion toward year-end were neces- 
sitated by rising inventories as con- 
sumer demand slipped a bit below 
expectations, the Cleveland Federal 
Reserve Bank’s analysts noted. 


Taking new auto business as an 
example, the Bank tempered this 
by calling attention to the fact that 
the tapering off of passenger car 
output came at the time of model 
changes, when production curtail- 


ment is normal. Furthermore, 1953’s 
production of more than 6 million 
cars was the second highest on 
record (6.7 million in 1950) and the 
first nine months sales record was 
also second high even if not quite 
so far above other years as was 
production. So when Automotive 
News averages forecasts for 1954 
new cars at 5.6 million, only a mod- 
erate drop of demand is implied. 


Steel 


THE STRONG SHOWING of the steel 
industry at the halfway mark of the 
fourth quarter ties into the seasonal 
buying habits of four large users of 
the product; the long period taken 
by the auto industry for model 
changeovers (normally even longer) ; 
market for refrigerator manufactur- 





JUST FOR THE RECORD 

U. S. foreign aid, aug- 
mented by military assist- 
ance, struck the highest to- 
tal since World War II, at 
a total of $7.03 billions for 
the 1953 fiscal year, though 
return of grants and repay- 
ments did lop $649 millions 
off that figure. Last year the 
total was $5.098 billions, 
minus $492 millions. 

France again received 
most, $480 millions, and re- 
turned $189 millions. Great 
Britain was second with 
$433 millions received, $87 


millions returned. 








ers usually slow in fourth quarter; 
reduced tinplate demands of canners 
after the fall pack; and farm im- 
plement manufacturers’ entry into 
the market very late in the year for 
their spring selling. 

More competitive prices for steel 
were noted by Iron Age, and buyers 
were emphasizing the importance 
of alertness. 


Automotive 

SPEAKING of competition—as is 
everyone—the challenge to sales- 
manship is reflected tellingly enough 
in one manufacturer’s prediction that 
1954 will see the most vigorous fight 
for the buyer’s dollars in the last 15 
years. An Associated Press roundup 
finds a new car output prediction 
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IN BUSINESS 
AND FINANCE 


range of 5 to 5% millions. Only 
four times has production passed the 
5 million mark. With no artificial 
stimulus of demand, the sales de- 
partments have a real chore before 
them. 


President L. L. Colbert of the 
Chrysler Corporation, who made 
that prediction of the intense com- 
petitive struggle ahead, declares “we 
have just begun to explore the pos- 
sibilities of the good life of America” 
and there need be no misgivings at 
a dropping off of defense production. 
In one direction there’s the popula- 
tion growth, with the fact that “our 
cities have exploded to the country- 
side”—a boon to car sales. 

Mr. Colbert, by the way, has no 
use for the idea of a guaranteed 
annual wage in the automotive field. 
It’s a different matter in an industry 
whose products are stabilized in 
market, design and output, the 
Chrysler executive feels. For exam- 
ple: “You can build and store mil- 
lions of bars of soap, but not autos.” 


Food 


INDIRECTLY PINNED to the future of 
the food industry is a resume of 
prices placed before the Grocery 
Manufacturers of America by Walter 
Williams, undersecretary of com- 
merce at Washington. 

Mr. Williams, noting the “check- 
ing” of the rises in food prices in the 
first 10 months under the new Ad- 
ministration, reminded his audience 
that consumer prices had gone up 7.3 
per cent in the year August ’50— 
August ’51, and 3.4 per cent the fol- 
lowing year. He added: 

“In the similar period of 1952-53 
they rose only fractionally, about 
three-fourths of 1 per cent,” and 
most of this was laid to the unfreez- 
ing of rentals, with transportation 
costs, medical care and other non- 
food items as contributing factors. 


Apparel—W ool 

REsTORATION of the American wool 
industry to sound health calls for 
repeal of tariffs on wool and the 
initiation of Government support 
payments to American growers, 
based on sales of wool and lambs, 
says President Ernest Bentley of the 
Boston Wool Trade Association. He 
charges that the duties are pyra- 
mided into a cost of at least $240 
millions to the American public while 
bringing in, comparatively, only $30 
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millions in revenue. Pointing out that 
123 U. S. mills employing 45,000 had 
closed since Jan. 1, 1953, Mr. Bentley 
emphasizes that the tariffs make the 
task of meeting foreign competition 
all the more onerous by adding to 
the cost of importing wool (66 to 75 
per cent of all used by American 
manufacturers), and by acting as a 
subsidy for synthetic fibers which 
compete with American and other 
raw wool. 


Manufacturers and retailers of 
wearing apparel and soft lines who 
tackle the problems of the year with 
aggressive policy and with a busi- 
ness-building program will have a 
good spring, and year, says a report 
issued by the Conference of Apparel 
Credit Men, Inc., industry group 
affiliated with the New York Credit 
and Financial Management Associa- 
tion. 


Savings and Loans 


FIVE REASONS advanced by the 
United States Savings and Loan 
League to support its optimism are 
these: comparatively “easy” money; 
lower taxes; large savings volume; 
continuing heavy outlays by the 
Government, and business determin- 
ation to adopt extensive programs to 
increase customer demand and there- 
fore sales. 


The League’s committee on trends 
does not expect the business activity 
to reach the record high level of the 
first half of 1953, but says, “the year 
as a whole should be a reasonably 
good one for business generally and 
for savings associations.” 


Foreign Trade 


Cattinc 1953 the best economic 
year in the history of the free na- 
tions, Harold E. Stassen, director of 
the Foreign Operations Administra- 
tion, says that with these nations’ 
overall production at a level slightly 
higher than their consumption, the 
time is here for the raising of real 
wages in underdeveloped countries 
and in many developed areas. The 
prospect for 1954 warrants real 
optimism, he told the Foreign Trade 
Convention, in New York. 

A liberal U. S. policy on tariffs and 
other restrictions was urged by sev- 
eral speakers (quotations in detail 
in next issue) and in the “final dec- 
laration” approved by the coven- 
tion delegates. The document called 
for elimination of devices such as 
quotas that nullify reduced duties 
and limit imports. 


olve your 54 


cash problem 


RIGHT NOW 


Whether your requirements are 
$25,000 or Millions... Whether your 


need 15 for months or years 


I: there were times last year when 
your company was at an operating disad- 
vantage because you lacked adequate 
cash working capital . . . or if the year 
ended with you and your associates 
having postponed desirable capital expen- 
ditures because you lacked positive 
assurance of continuing lines of credit .. . 
ComMERCIAL CreEpIT would like to show 
you how these conditions can be remedied 
for the new year. 


The proposal we make should provide 
a way to more cash than may have been 
available from your usual borrowing 
sources. These increased funds will be 
available on a continuing basis. They 
will not require any dilution of ownership 
or mortgaging of future profits. 


ComMERCIAL CreEpiT’s method is effi- 
cient and economical because you can 
expand or reduce the amount of cash 
used as your need varies. It is simple, 
direct, can be started quickly (funds 
usually available within 3 to 5 days from 
first contact). It has been tried and ac- 


cepted by American business (our 1953 
advances for working capital purposes 
alone amounted to over 600 MILLIon 
Dotars). It is free of any preliminary 
costs and our one reasonable charge is a 
tax deductible expense. 


1954 promises to be a challenging year. 
CommerciaAL CrepitT would like to work 
with your company in making it a year 
of progress by providing funds for plant 
modernization, new product develop- 
ment, aggressive marketing programs, 
other constructive steps. For prompt 
action write, wire or phone the nearest 
ComMERCIAL CREDIT CorPoRATION office 
listed below and say, “Send me informa- 
tion about the plan offered in Credit & 
Financial Management.” 


BattimorE 1—200 W. Baltimore St. 
Los ANGELEs 14—722 S. Spring St. 
Cuicaco 6—222 W. Adams St. 
New York 17—100 E. 42nd St. 
San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CreDIT COMPANY 
Capital and Surplus Over $135,000,000 
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Pension for Security, Profit-Sharing for 


Holding Help, Auditors & Controllers Told 


Pensions and profit sharing stem 
from differing motives. The first is 
a provision for economic security, 
the other is an effort to increase in- 
centive among employees who other- 
wise might seek larger rewards else- 
where. This was pointed out by Dr. 
Marcus Nadler, consultant economist, 
The Hanover Bank, addressing audit, 
control and _ operations - minded 
bankers at the 29th annual conven- 
tion of The National Association of 
Bank Auditors and Comptrollers, in 
New York. 

Dr. Nadler stressed the far-reach- 
ing consequences of pensions: “Un- 
less measures are taken to divert 
the energies of the increasing popu- 
lation over 65, social and political 
problems will be created, the full 
consequences of which cannot as yet 
be fully realized.” 

Ben S. Graham, director of meth- 
ods research, The Standard Register 
Company, Dayton, Ohio, reviewed 
the development of the so-called 
“scientific method” in work simpli- 
fication and the charts and other 


ONLY HOTEL 
IN NEW YORK 


offers all 


these 
features 








Lexington Ave. at 49th St. 


A smart, East Side location in 
the GRAND CENTRAL zone. 
Newly decorated! Extra fea- 
tures at NO EXTRA CHARGE 
include television in EVERY 
ROOM, swimming pool, libra- 
ry, solarium, sun terrace over- 
looking thrilling skyline views. 


C, Fitzgerald, Resident Manager 
Single from $5 Double from $8.00 
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tools which aid in the application. 
“Since work simplification is at least 
75 per cent sound human relation- 
ship, we must have a common ground 
of understanding for all members of 
an organization,” he said. 

Two sessions of technical confer- 
ences included one for delegates 
from large banks, the other for small 
bank representatives. The future of 
the auditor in banking, discussed by 
Ben H. Wooten, president, The First 
National Bank, Dallas, and _ the 
means of controlling personnel turn- 
over, by Mills B. Lane, Jr., president, 
The Citizens and Southern National 
Bank, Atlanta, were featured on the 
large bank program. 

“Recent Operating Innovations— 
Including What’s Ahead in the Office 
Equipment Field” was the topic of a 
panel presided over by Robert B. 
Silleck, cashier, The First National 
Bank of New York. Participating 
were: Joseph J. Pelej, partner, Price 
Waterhouse & Company, New York; 
Alvin J. Vogel, vice president, Cen- 
tral National Bank, Chicago, and 
Arthur W. Glennie, vice president 
and cashier, La Salle National Bank, 
Chicago. A panel on “Direct Verifi- 
cation” discussed whether any other 
audit controls can replace direct 
verification and whether the latter 
should be applied to all facets of 
operation. 

“Nine out of ten young families 
covered in a survey by the Federal 
Reserve last year are presently ob- 
ligated under installment loans, in 
some instances in amounts up to 20 
per cent of available income; banks 
should do nothing to unduly encour- 
age unwise acquisition of installment 
debt,” was the theme of John Reilley, 
vice president, The Pennsylvania 
Company for Banking and Trusts, 
Philadelphia, one of the three- 
member panel on “Operating and 
Auditing an Installment Loan De- 
partment.” 

Succeeding George Ehrhardt, vice 
president of The Hanover Bank, as 
association president, is Ira C. Cha- 
ney, auditor, Crocker First National 
Bank, San Francisco. 


$723 Millions to Small Business 


More than $723 millions in assis- 
tance to small companies, with a 
$5 millions savings to the Govern- 
ment, was effected in the 21 months 
of its operation, says the Small 
Defense Plants Administration, now 
in liquidation. 





The man whose head is 
turned naturally goes the 
wrong way. 

—Anonymous 





DELANEY BEGUN ON P. 14 


sales development with present cus- 
tomers and expansion into new 
markets and to new customers. 

The considerable progress made in 
these directions of functioning has 
been accelerated in the last decade, 
Mr. Delaney points out. “Recognition 
for this improvement belongs in 
large measure to individual credit 
executives and to the aggressive and 
intelligent program of the National 
Association of Credit Men, working 
through the 139 local associations. 
We are steadily handling credit 
problems on a more scientific basis. 
We are improving our sources of 
information. We are developing more 
effective cooperation between such 
groups as our own, the Sales Execu- 
tives Clubs, the Societies of Certi- 
fied Public Accountants, the Bar As- 
sociations, and mercantile report- 
ing agencies. 


Tools Strengthened, But— 
“We have strengthened the tools 
so essential to proper credit evalu- 
ation such as certified statements, 
interim trial balances, and the ex- 
change of information between fi- 
nancial institutions. No credit man 
today can hide kehind the excuse 
that he is without adequate data on 
which to formulate an _ intelligent 
opinion.” 

Today’s credit man must go be- 
yond the routine of the profession’s 
operations, Mr. Delaney emphasizes. 
“We know that the consumer over 
the years has become increasingly 
cost-conscious and selective. He is 
fully aware that, during and after 
the war, industry built up a lot of 
expensive habits that can and should 
be shaken out. He does not intend 
to keep paying for lost motion, un- 
necessary trifles, lack of proper man- 
agement, faulty manufacture. 

“To help our companies to attract 
the consumer dollar, we as credit 
men must bear down on undesirable 
and costly practices. We must check 
all departments to make certain that 
everyone is ‘pulling his oar.’ 

“Our operations in the future must 
emphasize our consultative role, 
which embraces business as a whole. 
It is up to us to assist in planning 
the actual operation as well as to 
serve in a financial capacity.” 
(Biography of Mr. Delaney on page 5) 
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INTERNATIONAL business friendship in action, at the New York meeting of members 
of the French Industrial Accounting Study with their hosts from the National Association 
of Credit Men. Front row (1 to r) Mlle. Salange Fournier, interpreter, French Em- 
bassy, Washington; Pierre H. Lauzel, Paris, team leader; Henry H. Heimann, executive 
vice president, N.A.C.M.; Joseph Koski, project manager, U.S. Foreign Operations Ad- 
ministration, Washington; and Etienne De Pins, Paris. SECOND ROW: Jean G. Balay, 
Revin (Ardennes); Michel H. Libert, Paris; Rene F. Sauquet, Paris; Francis M. Bouclier, 
Paris; Gabriel F. Trouvet, Paris; and Antony H. Payrau, Saint Mande (Seine). BACK 
ROW: Philip J. Gray, assistant executive manager, N.A.C.M., and manager, Foreign 
Credit Exchange Bureau; Dr. Carl D. Smith, educational director, N.A.C.M.; Lorne D. 
Duncan, general credit manager, National Distillers Products Corporation, New York, 
and past president, N.A.C.M.; Claude Badoux, interpreter, French Embassy, W ashington; 


and Edwin B. Moran, secretary, N.A.C.M. 


A CREDIT TO FRENCH AMITY 


ADAPTATION of accounting meth- 

od in America to the operating 
policy of the individual company, 
just as credit policy is tailored by the 
supplier to fit the consumer’s needs 
and capabilities, is one of many val- 
ued impressions from the American 
scene now being carried back to 
France by eight leaders from Gov- 
ernment and industry after a month 
of intensive study of association 
management functioning, according 
to their team leader, Pierre H. Lau- 
zel, Government official for economic 
affairs, Paris. 

M. Lauzel summed up the impres- 
sions of his fellow countrymen at the 
conclusion of a luncheon forum as 
the guests of executives of the Na- 
tional Association of Credit Men, in 
New York. The N.A.C.M. was one of 
the dozen associations in the United 
States selected for special study on 
the tour, arranged by the U.S. For- 
eign Operations Administration, with 
Joseph Koski of the Department of 
State as project manager. 


After welcomes by Henry H. Hei- 
mann, executive vice president, 
N.A.C.M.; Lorne D. Duncan, general 
credit manager, National Distillers 
Products Corporation, New York, 
and past president of the N.A.C.M.; 
and replies by Mr. Koski and M. 
Lauzel, Association Secretary E. B. 
Moran took charge of the forum 
session. Salvos of questions from 
the guests were answered by depart- 
ment executives of the association, 
with the aid of two interpreters from 
the French Embassy in Washington. 
Earlier in the day, when the delega- 
tion visited the N.A.C.M. offices, Dr. 
Carl D. Smith, managing director 
of educational activities of the as- 
sociation, and Philip J. Gray, assist- 
ant executive manager, N.A.C.M., 
and manager of the Foreign Credit 
Interchange Bureau, had met the 
first barrage of queries. 

_ The French association manage- 
ment group was brought to the 
States under a two-point American 
program. One objective is to have 


other countries’ businessmen see for 
themselves the contributions of trade 
associations to this nation’s leader- 
ship in commerce and industry. The 
other aim of our Government is to 
help improve worldwide standards 
of living as an essential step to- 
wards international peace, by mak- 
ing available to others the techniques 
which have given the tempo to 
American progress. 


Members of the French Team 


Members of the team, who with 
other groups report back to a joint 
advisory committee to recommend 
Government steps for improved ac- 
counting methods, are, besides team 
leader M. Lauzel: 

Jean G. Balay, supervisor, 1.B.M. 
department, Arthur Martin Co., Re- 
vin (Ardennes); Francis M. Bouclier, 
commercial engineer, Belle Jardini- 
ere; Etienne De Pins, controller, 
Compagnie de Saint-Gobain; Michel 
H. Libert, director, Papeteries G. 
Libert; Antony H. Payrau, certified 
public accountant; Rene F. Sauquet, 
accounting department head, Gen- 
eral Syndicate of French Founders; 
and Gabriel F. Trouvet, auditor, 
Cour des Comptes, all of Paris. 

The two interpreters accompany- 

TURN TO PAGE 23 






FAST, ACCURATE 

Way to Figure 
Payroll 

Deductions 


Businesses, large and small, everyone with a 
payroll, will need the new amazing Kirk Tax 
Kalculator. It’s easy to use — no experience 
necessary. No more eyestrain or errors, saves 
time. One slide of the Kalculator instantly 
shows the correct deductions on one line isolat- 
ing all other figures to make reading easier. 
Four times faster than the old chart method. 
Tables are available for weekly, bi-weekly and 
semi-monthly pay periods. Tax tables for future 
tax rates will be available at nominal cost. 


Write for FREE catalog to 


KIRK PLASTIC CO. 


168 E. Jefferson Blvd., Los Angeles 11, Calif. 
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Return to Normal Competition Imminent 
With Re-emphasis on the Art of Selling 


SHANDOR M. ZinnER, Vice President, Walter E. Heller & 
Company, Chicago, and director and past chairman of 
National Commercial Finance Conference, Inc. 


dt hargue are two natural results of the amazing decade 

of expansion and inflation that we have just passed 
through; first, too many enterprises find themselves with 
excessive investment in plant and equipment, and therefore 
short of working capital; and second, all business is 
plagued with a high break-even point, so that relatively 
small volume decreases will spell the differences between 
a fair profit and actual loss. Many an opportunistic opera- 
tion will be unable to meet these new conditions and will 


go by the board. 


A return to normal competition for, the consumer’s 
dollar, re-emphasizing the art of selling, is imminent. 


ANTOVILLE BEGUN ON PAGE 8 


minded. We anticipate stiffer competition within all lines 
of business and among products which are or may be- 
come competitive in use, price and other factors. 


Therefore, we believe the best prospects are limited 
to those organizations which recognize that business 
starts with sales, and are so organized and so equipped 
in personnel, distribution facilities and business phi- 
losophy as to place their major emphasis on sales, 
distribution and merchandising. 


Thus, corporations and industries with the brightest 
prospects are those which have instilled in the public a 
recognition and a faith in their particular products, es- 
pecially if branded by recognized trade names and con- 
sistently supported and stimulated by sales-promotion. 
As for United States Plywood Corporation, we are de- 
termined to expand our promotion and merchandising. 
Our advertising expenditures will be of unprecedented 
amount during 1954, and in subsequent years we are de- 
termined to maintain them at the highest possible levels. 

Simultaneously, we will increase our entire sales pro- 
motion effort, working directly with dealers and dis- 
tributors, both at national and local levels. We have con- 
siderably augmented our sales promotional personnel, 
such as contact men with architects, builders and with 
manufacturing industries using plywood, or those in- 
dustries which should use plywood. Our educational and 
publicity efforts likewise have been stepped up to record 
levels. 

This is the time for increased sales promotion and 
increased sales facilities and merchandising personnel. 
Companies which recognize the need and value of in- 
creased emphasis on sales can face the future with the 
same degree of optimism that we of United States Ply- 
wood feel. 


SILVERMAN 


in this period—namely, elimination of wasteful production 
practices, planning of production for balanced output, 
improvement of quality and performance of product, and 
reorganization of sales programs. These and related meas- 
ures, if aided by realistic and flexible Government policy 
and carried through successfully by business, will set the 
stage for the next great expansion of the American econ- 
omy. 


BEGUN ON PAGE [3 
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AS A VACATION-TIME office boy, S. W. Antoville entered the 
employ of United States Plywood Corporation 33 years 
ago, with sales his special interest. Before long he was 
assigned to open the Boston branch, went on to head 
midwest sales, and in 1944 was named director of sales, 
New York home office, where with Lawrence Ottinger, 
founder and now chairman, he organized the national 
distribution setup. In 1937 Mr. Antoville became vice 
president and a director, in 1948 an executive committee 
member. He advanced to president last September. 


Rosert BarTEts, Ph.D., who has taught at universities in the 

west and middlewest and currently is associate professor 
of business organization at The Ohio State University in 
Columbus, has written books and articles on credits and col- 
lections as well as marketing theory. He recently made a 
study of distributive conditions in Europe. 


AS CREDIT MANAGER of the Morton Salt Company, Chicago, W. 

E. Mueller writes on the whimsy side that he was “edu- 
cated in the public schools and polished in the university of 
experience.” After reading his analytical forecast for busi- 
ness the coming year we would add a “magna cum laude.” 


SELLING was Carl J. Sharp’s forte long before he became 

president of Acme Steel Company in 1927. He had been a 
real estate salesman from 1909 until 1915, when he became 
vice president in charge of sales, Tempco Manufacturing 
Company. Two years later he was sales manager of Cornell 
Wood Products Company. Last year Acme Steel advanced 
him to chairman of its directorate. His public interests in 
education as well as business range from president of the 
Illinois State Chamber of Commerce to trustee of the 
Glenwood School for Boys and of the Illinois Institute of 
Technology. 


THEODORE H. SILBERT, president of Standard Factors Corpora- 

tion, New York, N.Y., is also president of the Association 
of Commercial Discount Companies, Inc., New York. Mr. 
Silbert addressed both the Minneapolis and Milwaukee credit 
men’s associations in November, on factors influencing the 
national economy. 


Hersert R. SILVERMAN, vice president, James Talcott, Inc., 

New York, N.Y., is board chairman of the National Com- 
mercial Finance Conference, Inc. In October, 1952, as presi- 
dent of the Conference (at that time the National Conference 
of Commercial Receivable Companies, Inc.), Mr. Silverman 
declared that “certainly all the portents make it seem rather 
likely that the current boom will continue as far into 1953 
as we can see ahead.” 


ConTROLLER of Cutter Laboratories, Berkeley, Calif., since. 

1951, W. R. Thomas earlier was budgets and reports man- 
ager, then assistant controller. Graduate of the University of 
California, he became an accountant at General Mills, Inc., 
leaving for study in the U. S. Navy Reserve Supply Corps 
School at Harvard, following with active duty as an officer 
1943-45. He is a member of the National Association of Cost 
Accountants, Controller’s Institute of America, and National 
Society of Business Budgeting. He teaches evening courses 
at Golden Gate College in San Francisco. 


H. V. Wiwpoes started his sales career in the Library Bureau 

in 1919 and at the time of merger with Remington Rand 
in 1927 he was assistant district sales manager in New York. 
He soon was named systems manager of the New York branch 
and in 1933 general sales manager of the systems division. 
He was elected vice president and general manager of the 
typewriter division in 1944, general sales manager of the 
machine division in 1949, assistant director of general sales 
and services in 1951, in charge of field sales operations, until 
becoming general sales manager. 


SHANDOR M. ZINNER, vice president of Walter E. Heller & 

Company, Chicago and New York, was for four years chair- 
man of the board of directors of the National Conference of 
Commercial Receivable Companies, Inc. A silver scroll was 
presented to him at the eighth annual convention, in New 
York. 





N.A.C.M. Host to French 
Management Study Group 
CONCLUDED FROM PAGE 21 


ing the team were Mlle. Salange 
Fournier and M. Claude Badoux. 

The overall team program, which 
M. Lauzel said had been in prepara- 
tion two and a half years, is dove- 
tailed into a common purpose of 
increasing productivity, and has the 
attentions of the French national 
productivity committee, the Govern- 
ment, industry and commerce, and 
the professional accounting organi- 
zations. The expert accountants 
study group, for example, published 
detailed findings which have been 
applied to daily operations by a 
large segment of the profession. 

The team which met with the 
N.A.C.M. executives is combining 
efforts with those of the cost ac- 
counting and budgetary control 
study group, on their return to 
France, to produce recommendations 
for all areas of industrial and com- 
mercial accounting practice. One 
field of study was the use of guides 
and manuals by credit associations, 
trade organizations, professional ac- 
counting societies, educational 
groups and labor unions. Each mem- 
ber of the industrial accounting 
study group received a kit contain- 
ing publications of various depart- 
ments of the N.A.C.M. 


3-Stage Plan Would Take U.S. 
Out of Mortgage Guaranteeing 


The proposal by George W. War- 
necke, former Government housing 
adviser and head of the national 
mortgage investment firm bearing 
his name, to take the Government 
out of the business of guaranteeing 
mortgages on multiple family hous- 
ing, is being studied by Albert M. 
Cole, housing and home finance 
agency administrator, preliminary to 
going before the Senate banking and 
currency committee this session. 


Mr. Warnecke proposes a three- 
step return to private financing of 
$500 millions of mortgages insured 
by the Federal Housing Administra- 
tion: 

(1) Repeal of provisions of the 
National Housing Act providing for 
FHA mortgage insurance of multi- 
family rental housing; (2) Estab- 
lishment of a trust or trusts under 
private auspices to review mortgage 
applications and issue participation 
certificates to be traded at stock ex- 
changes at 4% to 5 per cent interest; 
(3) Exception of such real estate 
participation certificates from Secur- 
ities and Exchange Commission reg- 
istration requirements. 





Credit and Finance Executive 
Omaha’s “Citizen of the Year” 

With the title King Ak-Sar-Ben 
(which is Nebraska spelled back- 
wards), Omaha in a coronation spec- 
tacle paid homage to its “outstanding 
citizen of the year,” Clarence L. 
Landen. Mr. Landen was chairman 
of the 1951 Omaha community chest 
drive; for 13 years he was president 
of the Salvation Army Advisory 
Board and is now honorary chair- 
man. He was one of the original 
trustees of Children’s Memorial Hos- 
pital, and in 1952 was president of 
the Better Business Bureau. 


He is principal officer in a number 
of finance, insurance and investment 
concerns. He organized the National 
Finance Company and was co- 
founder with the late Francis P. Mat- 
thews, former secretary of the Navy, 
of the Securities Acceptance Corpo- 
ration, which merged with National 
Finance. He is also president and 
treasurer of the General Credit Cor- 
poration of Denver and the Securi- 
ties Investment Company of Omaha. 
Mr. Landen is a native of Omaha. 


Some Thoughts on Rebuilding 
World’s Economic System 

Reconstruction of the international 
economic system, say William Adams 
Brown, Jr., and Redvers Opie, senior 
staff members of the Brookings In- 
stitution, in their study of American 
foreign assistance, calls for these 
minimum requirements: 

Domestic monetary and _ fiscal 
policies that will keep individual 
countries’ external accounts in bal- 
ance; foreign trading relations that 
will allow goods to flow more freely; 
action to increase the gold and for- 
eign exchange reserves of individual 
countries as a prerequisite to re- 
stored convertibility of currencies; 
and action by all countries to re- 
build a network of international 
investment. 


MArsu & McLENNAN 


INCORPORATED 


Insurance Brokers 
CONSULTING ACTUARIES 
AVERAGE ADJUSTERS 


Chicago New York San Francisco Minneapolis Detroit Boston Los Angeles 


Toronto Pittsburgh Seattle Vancouver St. Louis Indianapolis Montreal 


St. Paul Duluth Portland Buffalo Atlanta Calgary Washington 


Tulsa New Orleans Phoenix Milwaukee Cleveland Havana London 
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Guides to Improve Executive Operation 


KEEPING INFORMED 


Fitinc Facts—Coleman R. Cham- 

berlin, authority on filing and in- 
ventor of numerous filing aids, has 
written a book on methods, materials 
and techniques from the viewpoint 
of increasing office efficiency. It 
avoids technical language and is a 
helpful manual for everyone in an 
office from mailroom assistant to the 
top ranks of management. Offering 
cures for waste motion, work jams, 
fatigue, tedious activities and errors, 
it shows proper methods of filing 
everything. In a hard cover and il- 
lustrated, it sells for $2.50 at your 
bookstore. Or write National Filing 
Aid Bureau, 342 Madison Ave., New 
York 17, N.Y. 


UNDER THE Dome—A pamphlet with 

a wealth of information on how 
the U. S. House of Representatives 
and Senate work, how a bill is 
presented, and how it becomes a 
law. Also discussed are the func- 
tions of committees, the committee 
reports, and the veto power. 18 
pages. Write to Legislative Depart- 
ment, Chamber of Commerce of the 
U. S., 1615 E Street N., Washing- 
ton 6, D.C. Price 15c. 


Money MANAGEMENT PortTFOLIO—A 

series of pamphlets advising wom- 
en on the handling of money. Men 
will be interested, too. Down-to- 
earth reading on real-estate, insur- 
ance, investments, budgets, and other 
financial matters. Write American 
Association of University Women, 
1634 I St. Washington 6, D.C. 
Price $1.00. 


PROGRAM FOR EXPANDING JOBS AND 

PropucTION. From aA_ BUSINESS 
ANGLE—Excerpts may be quoted by 
businessmen where it is necessary to 
deal with their unions on wage 
demands. There is no argument 
presented against wage increases 
but the volume does, to a certain 
extent, put emphasis on what the 
managements themselves can do in 
such a situation. Chamber of Com- 
merce of U. S., Washington 6, D.C. 
Price 50c. 


Informative reports, pam- 
phlets, circulars, etc., which may 
be of interest to you. Please 
write directly to the publisher 
for them. CREDIT AND FINAN- 
CIAL MANAGEMENT does not 


have copies available. 


To expedite receiving these 
booklets, please address all in- 
quiries concerning Efficiency 
Tips to CREDIT AND FINAN- 
CIAL MANAGEMENT, 33 So. 
a St., Room 1538, Chicago 


EFFICIENCY TIPS 


341—ScriseE CorporaTION has a free 
booklet on the Scribe dictation sys- 
tem and how it helps to streamline 
paperwork procedures. 


v 

342-CuHartT-Pak Inc.—“The Modern 
Prefabricated Charting Method” 
folder asserts you can make your 
own charts through the company’s 
prefabricated charting method. It 
shows in detail their complete line of 
equipment, and how to use it. 


v 
343-ARNOT JAMESTOWN CORPORATION 
— “The Most Important Development 
of the Century” tells what “Parti- 
tion-ettes” are, and how they can be 
installed without specialized labor to 
achieve modern office enclosures. 

v 
344-Times FACSIMILE CORPORATION’S 
booklet, “Stenofax, the Modern 
Method of Mimeograph Stencil Prep- 
aration,’ shows how to produce 
multiple copies on your present du- 
plicating equipment with electroni- 
cally produced stencils. Also how to 
save time and money on jobs that 
normally would be printed or photo- 
stated. 

Vv 
345-CumMmins Business MACHINES 
asks “How Much Valuable Time Are 
You Wasting?” Tells how to save this 
time with the Cummins’ check sign- 
ers, the coupon payment system and 
the perforating machines. 


v 


346-RECORDING AND STATISTICAL Cor- 
PORATION—The services provided by 


’ this company are offered in detail in 


“Bring Your Figures Up to Date.” 
The brochure shows specific ways 
this statistical service can be applied 
to your business in figure work. 
v 

347-THE WASSELL ORGANIZATION, INC., 
in its booklet, “How to Improve Your 
Order Control,” describes a visual 
method to eliminate the danger of 
overlooking or failing to control the 
progress of any order against deliv- 
ery promise. It includes a descrip- 
tion of Propuc-Trot and how it 
works. 
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BOOK REVIEWS 


Wuart Your SALESMEN SHOULD Know 
Asout CREDIT AND COLLECTIONS. 
Price $1. New York Credit & Fi- 
nancial Management Association, 
71 West 23rd St., New York 10, 
N.Y. 


+ How to make your salesmen more 
aware of credit as a sales tool is the 
theme of this illustrated 33-page 
booklet. It is designed as a guide for 
those credit executives who plan new 
or revised credit manuals for their 
companies’ salesmen. 


Covered are such topics as terms 
of sale, financial statements, new 
customers, new account information, 
pre-selling, credit risks, and collec- 
tions. 


In this booklet Mortimer J. Davis, 
executive vice president, and his as- 
sociates have contributed much to 
credit and sales liaison. 


THE STANDARDS WE RatiseE—By Paul 
Mazur. $2.50. Harper & Brothers, 
49 E. 33rd St., New York 16, N.Y. 


+ The author, on the basis of broad 
business and financial experience, is 
an advocate of consumption as the 
controlling element in the economy 
of America. He believes the key to 
stable progress of the economy is a 
shift from emphasis on production 
to consumption, and offers a con- 
structive analysis as to how this can 
best be done. The book should be 
of interest to business executives 
and consumers. 


Famity Frnance—By Howard F. 
Bigelow. $7.50. J. P. Lippincott 
Company, East Washington 
Square, Philadelphia, Pa. 


+ Based on the assumption that the 
American family is the biggest busi- 
ness in the United States, this book 
could be called a study in the eco- 
nomics of consumption, written from 
the point of view of the individual 
family. It is designed to help solve 
specific financial problems, through 
planning of food and clothing budg- 
ets, discussion of housing problems, 
financing of a car, appliances, and 
college education, as well as a prac- 
tical insurance program. 


Books reviewed or mentioned 
in this column are not avail- 
able from CREDIT AND FINAN. 
CIAL MANAGEMENT unless so 
indicated. Please order from 
your book store or direct from 
the publisher. 
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Legal Rulings and Opinions 








Meaning of “In Transit” 


Clarification of the phrase “Ac- 
tually in Transit” was given by Jus- 
tice Pelham St. George Bissell in 
Manhattan municipal court in New 
York when the Wesson Oil and 
Snowdrift Sales Company brought 
action against the British General 
Insurance Company and a _ local 
truckman carrying a motor truck 
cargo truckman’s liability policy 
with the insurance concern. 

The truckman had picked up a 
load of cases of salad oil to deliver to 
the plaintiff’s customers. Almost a 
month later, and still before delivery, 
he parked the truck on a street in 
Brooklyn because of mechanical 
trouble, intending to have repairs 
made the next day. On arrival at the 
scene in the morning he found the 
cases had been stolen. 

When a judgment entered against 
the truckman was unsatisfied, the 
company took action against the in- 
surance concern, which declared 
there was no liability. 

The court upheld this contention, 
saying, “It being determined that the 
loss sustained to the merchandise 
covered by the insurance was not 
‘actually in transit’ at the time of the 
loss, there is no liability.” 

Generally, the interpretation had 
been that goods normally were in 
transit from the time of delivery into 
the custody of the carrier until they 
were finally delivered by him. 


“Actual Cash Value” in Policy 


In an opinion handed down by the 
Nebraska supreme court, in Borden 
vs. General Insurance Company of 
America, “actual cash value” is in- 
terpreted to designate “market 
value.” The court also held that the 
amount stated on an open policy of 
fire insurance does not constitute 
evidence of the value of the property 
insured. 

The insured owner of a retail gro- 
cery store and meat market, in 1949 
obtained a fire insurance policy in- 





THE PERSONNEL MART 


Position Available 
Creprr Manacer for midwest region 
of national corporation. Must be 
B.B.A. with several years top ex- 
perience in industrial firms. Age to 
40: salary $6,000. Submit complete 
resume. Write Box 402 CFM. 


suring the stock and fixtures for 
$20,000. Originally he carried $25,000 
on his stock and fixtures, he testified, 
but he could not then afford to have 
more than $20,000 insurance. In 1950 
and again in 1951 the policy was re- 
newed for $20,000 although the agent 
suggested that it be increased to 
$25,000. 

A fire on the premises led to a 
claim for $20,000 by the insured who 
contended that the actual cash value 
of the property destroyed was in 
excess of the maximum indemnity 
provided by the policy. The insur- 
ance company contended the loss 
was considerably less than the limit 
of the policy. The jury, in special 
findings of the “actual cash value” 
of the stock and fixtures, arrived at 
a figure close to $20,000. This the in- 
surance company appealed, contend- 
ing there was no competent proof of 
the value of the merchandise de- 
stroyed. 


Signature Out of Place 

If a signature is so placed on a 
negotiable instrument that the ca- 
pacity intended by the person sign- 
ing is not clear, he will be deemed 
an indorser, says the California 
Code on ambiguity or omissions. 

In a recent case, however, the rule 
did not apply because the signature 
in question was not in its usual posi- 
tion, the California district court of 
appeals ruled. Said the court, “The 
very fact that the note was prepared 
for the signature only of ‘A’ and ‘B’ 
is suggestive doubt.” A’s and B’s 
names also had been typed beneath 
the line of the signatures; C’s penned 
signature appeared but not a line 
or typed name. 


Fair Trade Scores 


In Louisiana, in a decision on an 
appeal brought by Schwegmann 
Brothers, New Orleans supermarket, 
in the case of Eli Lilly & Company 
vs. Schwegmann, the state supreme 
court upheld the constitutionality of 
Louisiana’s fair trade law. 

Schwegmann Brothers sold insulin 
manufactured by the Lilly Company 
for $2.08 a bottle. The resale price 
fixed by the state law was $2.83 a 
bottle. Lilly company had won a 
decision in U.S. district court, New 
Orleans. Schwegmann, who had not 
signed a_ price-fixing agreement, 
challenged on constitutional grounds 
the law imposing price-fixing agree- 
ments on non-signers in transactions 


affecting interstate commerce. The 
federal court of appeals had upheld 
Lilly’s contention. 

In Florida the circuit court upheld 
the constitutionality of the Florida 
Fair Trade Act, in the case of Sun- 
beam Corp. vs. Case & Sherman. 

In Georgia, however, the courts 
had declared the state fair trade law 


“unconstitutional, in Oneida Ltd. vs. 


Grayson-Robinson, and the state su- 
preme court rejected an appeal. 

The overall score now reads: 44 
states have fair trade laws in opera- 
tion. Only Texas, Missouri, Vermont 
and Georgia do not. 


Multiple Trustee Functions 


A corporate trustee of a family 
trust may not resign when over- 
ruled by the individual co-trustees 
provided there is congeniality among 
the trustees in all other respects, 
the surrogate’s court of New York 
county ruled in a New York Trust 
Company case. The court pointed 
out the advantage of obtaining di- 
verse opinions of multiple trustees 
and felt that efficient administration 
of the estate called for continuance 
in office of the corporate trustee. 
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Capitalize on the finest loca- 
tion in Washington by making 
the Raleigh your headquarters 
for business and pleasure. En- 
tertain your associates — Pall 
Mall Restaurant, Raleigh Cock- 
tail Lounge, Old English Tav- © 
ern. Be near to Government 
Buildings, downtown stores, 
theatres. A prestige address 
with moderate rates. 


i SPECIAL COURTESIES 
TO HONEYMOONERS 


Write: C. C. Schiffeler, President 


Mm RALEIGH 


WASHINGTON 4, 





On Famous Pennsylvania 


Ave. at 12th Street N. W. 
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UP THE EXECUTIVE LADDER 


Donovan M. Otson has been made 
treasurer and a director of General 
Outdoor Advertising Company, Inc. 
He previously was controller of La 
Crosse Rubber Mills Company and 
prior to that with Ernst & Ernst, 
public accountants. A graduate of 
the University of Wisconsin school 
of accounting, Mr. Olson is a certified 
public accountant, a member of the 
American Institute of Accountants 
and the National Association of Cost 
Accountants. 


JOsEPH B. BELL, a 25-year man in 
the company, has been appointed 
treasurer of Ruthrauff & Ryan, New 
York. He first joined the advertis- 


award-winning group in Junior 
Achievement enterprises. She is a 
director of the Western Massachu- 
setts Association of Credit Men. 


Wiru1am E. Rippirorp has been 
promoted to assistant credit manager 
of the central district, American 
Steel & Wire division, United States 
Steel Corporation, Cleveland. He 
previously was supervisor of organ- 
ization planning in the accounting 
department. Following attendance 


at Cornell University and graduation 
from Northwestern University with 
a B.S. degree in commerce, Mr. Rid- 
diford was employed by various 
Chicago companies before entering 


a vice president of First Bancredit 
Corporation, St. Paul, which, like 
First National of Minneapolis, is an 
affiliate of First Bank Stock Cor- 
poration. He returned to First Na- 
tional as an officer in 1942. Before 
entering banking Mr. Hanson was 
associated with Dun & Bradstreet, 
and with Ernst & Ernst. He is a 
native of Superior, Wis., and at- 
tended the University of Minnesota. 


Realignments coincident with ap- 
pointment of CHarLes C. MarTIN as 
general credit manager of The B. F. 
Goodrich Company, Akron, tire and 
equipment division (reported in our 
December issue), include the follow- 





DONOVAN M. OLSON JOSEPH B. BELL 


ing agency as chief accountant in 
1928, was made assistant treasurer in 
1942 and a vice president in 1948. 
His professional activities include 
membership on the Agency Admin- 
istration Committee of the AAAA, 
the Planning Committee for Agency 
Management seminar at New York 
University, and Group of Agency 
Treasurers. 


Witt1am M. STEPHENS has been 
promoted to credit manager of The 
Gruen Watch Company, Cincinnati, 
succeeding the late Edwin C. Brunst. 
Mr. Stephens earlier was with the 
credit department of The Andrew 
Jergens Company. He attended 
Miami University, Oxford, Ohio, and 
the University of Cincinnati. 


The new manager of the general 
accounting department of Package 
Machinery Co., East Longmeadow, 
Mass., is Miss Rost RisKauia. She 
entered the employ of the company 
as a clerk in the accounting depart- 
ment in 1946 and has specialized in 
general accounting and credit work. 
Miss Riskalla after studying at West- 
ern New England College, was grad- 
uated with honors in business ad- 
ministration at Northeastern Univer- 
sity. She was financial adviser for 
Booster Plate Company, a national 


W. M. STEPHENS 


the United States Steel supply di- 
vision as district accounting super- 
visor on the controller’s staff. He 
was transferred four years later, 
1946, to the organization planning 
division in the accounting depart- 
ment of American Steel & Wire. He 
is a member of the National Associa- 
tion of Cost Accountants. 


Harotp G. RocGers was elected 
treasurer of Universal Winding 
Company, Providence, advancing 
from assistant treasurer. He suc- 
ceeds Charles H. Carswell, retired. 
Mr. Rogers previously was with 
McKinsey & Company, management 
consultants, with Allegheny Ludlum 
Steel Corporation, Pittsburgh, as 
budget director, and Thompson 
Products, Inc., Cleveland, as cost 
engineer. A graduate of Brown Uni- 
versity 
School, he is a member of the Ac- 
counting Council of Machine and 


' Allied Products Industries. 


Rurus W. Hanson, elected senior 
vice president of the First National 
Bank of Minneapolis, had been for 
six years a vice president in the 
commercial banking department. 
Mr. Hanson has been a member of 
the bank’s staff since 1928, except 
for the period 1936-42 when he was 
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and Harvard ' Business: 





H. G. ROGERS R. W. HANSON 
ing staff advancements: W. M. 
SMITH, to assistant to Mr. Martin, 
and F. H. Arxins to general credit 
manager of the industrial products 
division. Both formerly were staff 
credit managers. Each division has 
its own credit organization under the 
direction of E. A. Doerschuk, assist- 
ant treasurer of the parent company, } 
who is responsible for overall cor- § 
porate credit policies and programs. 

Mr. Martin and Mr. Atkins, like 
Mr. Doerschuk, have long service 
records with the company and had 
advanced from branch and district 
credit duties to staff credit manager 
responsibilities. 


Avsert H. Rocers has been ap- § 
pointed assistant treasurer, and Mrs. 
PauLInE L. HorsTMANN credit man- 
ager, of Edgcomb Steel of New Eng- 
land, Inc., Milford, Conn. Mr. Rogers § 
is secretary of the Bridgeport Credit 
Men’s Association and Mrs. Horst- 
mann is president of the Women’s 


group. 


Howarp H. Foster, elected treas- 
urer of Air Reduction Company, Inc., 
New York, succeeds William Winters, 
Jr., who retired after 35 years’ serv- 
ice. Mr. Foster first entered Air 
Reduction’s employ as a salesman in 








1933. He was advanced to assistant 
sales manager of the metropolitan 
district in 1942, becoming manager of 
business relations and later‘manager 
of the priorities department. He was 
assistant treasurer for a brief period 
before his election to the treasurer- 
ship. He attended Milton Academy 
and Harvard University. 


J. G. Patrick and James A. Stack, 
Jr., who were executive assistants to 
the late Paul E. Hunter, now have 
joint direction of the credit depart- 
ment of Pacific Mills, New York. 
Each also continues to administer 
the credit operations of his own di- 
vision. 

Mr. Patrick became associated 
with Pacific Mills in 1927. He was 
made credit manager of the cotton 
and rayon division in 1947. A gradu- 
ate of Pace Institute and the National 
Institute of Credit, Mr. Patrick is 
active in credit organizations and is 
on the membership committee of the 
New York Credit and Financial 
Management Association. 


Mr. Stack joined Pacific Mills in 
1946, after having been with Cromp- 
ton-Richmond Company and _ the 
John P. Maguire Company, factors, 
in their credit departments. In 1947 
he was appointed credit manager of 
the craft fabric division of the textile 
company. He also is a graduate of 
the National Institute of Credit. 


CLARENCE C. HERRMANN, named 
vice president in charge of accounts 
and finance of the Wisconsin Power 
& Light Company, went to Madison 
from the Southwestern Gas & Elec- 
tric Company, Shreveport, La., 
where he had served as controller 
since 1942 and a director since 1949. 

Following graduation from the 
business administration course of 
the University of Illinois and re- 
ceipt of his master’s degree in eco- 
nomics in 1922, Mr. Herrmann con- 
tinued with graduate work and as an 
instructor there until 1924 when he 
left to enter the employ of the 
Middle West Utilities Company, 
Chicago, in the financial department. 
In 1925 he went to Central and 
South West Utilities Company, San 
Antonio and Dallas, as treasurer, 
and in 1932 joined the Middle West 
Service Company, Chicago, becom- 
ing financial analyst. 


Ronetto B. Lewis has_ been 
named vice president and controller, 
Mathieson Chemical Corporation, 
Baltimore. 


Mark B. PuTtNEyY now is president 
of the First National Bank & Trust 





SYLVAN BUCHMAN Cc. C. HERRMANN 





ARTHUR E. JOHNSON 


PAUL NESBIT 


Company, Kalamazoo, Mich. He had 
been vice president. 


HERBERT L. Parsons, elected vice 
president and treasurer of the Berks 
County Trust Company, Reading, 
Pa., was formerly vice president. 


Pau. Nessit, elected treasurer of 
Cable-Link Corporation, Detroit, is 


also general advisor and executive 
assistant to the president, and a 
board member. Well known in De- 
troit, Chicago and New York indus- 
trial and financial circles, Mr. Nesbit 
has been associated with National 
Plate Glass Company as vice presi- 
dent, with the Ironrite Ironer Com- 
pany as vice president, Consolidated 
Industries of Mt. Clemens, Mich., 
and with Plastic Products Company 
and Plastoid Products Company, 
Detroit, as vice president and gen- 
eral manager. 


SYLVAN BucHMAN, named director 
of sales of The L. Buchman Com- 
pany, Brooklyn, will continue as 
treasurer in addition to -his new 
duties. He has complete sales super- 
vision of the territories served by 
the company’s three plants in New 
York, Cincinnati, and Broadway, 
Va. 

A third generation in the com- 
pany, Mr. Buchman is a graduate of 
the Wharton School, University of 
Pennsylvania. 


Promoted to credit manager of the 
Waldorf-Astoria hotel, New York, 
ARTHUR E. JOHNSON succeeds the late 
William F. McDermott, whose assist- 
ant he had been since 1946. Earlier 
he was ‘assistant credit manager, 
Bergdorf-Goodman, New York. Mr. 
Johnson is a graduate of New York 
University and served with the 
Army’s 11th air force as radio opera 
tor in Alaska and the Aleutians. 


ArTHUR D. ANGELL, elected vice 
president of the western division of 
the Dewey and Almy Chemical Com- 
pany, Cambridge, Mass., has been 
manager of the company’s west coast 
operations since 1945. 





Where the 20th Century Jumps the Track 


Ten fallacies of the Twentieth Century, assembled by Fred G. Clark and 
Richard Stanton Rimanoczy and reported by the American Economic Foun- 


dation, are these: 


(1) That world peace can be secured by any means other than superior 
military strength among peace-loving nations. 


(2) That international friendship can be secured through gifts instead 


of genuine common principles. 


(3) That a aation’s moral character can be better than that of its 


individual citizens. 


(4) That anyone’s opinion of how to run things is as good as another’s. 


(5) That Government can give people things without first taking away. 
(6) That we can find a substitute for an honest day’s work. 

(7) That there must be somewhere a substitute for honest money. 

(8) That “scientific socialism” has a substitute for love of one’s 


neighbor. 


(9) That stealing is not stealing when a majority votes for it. 


(10) That personal economic security, guaranteed by government, is 
possible without: loss. of personal liberty. 


> - . 
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Modernizing for Office Efficiency 


introducing new office equipment and systems to effect economies in 
labor and costs, as well as to speed production of essential office work 


Time-Saving Paging System 

The “Lokator” Selector Paging 
System, manufactured’ by the 
Edwards Company, Norwalk, Conn., 
is an extremely efficient time-saver 
in locating individuals in offices, fac- 
tories, and stores. The Selector has 
a panel on which may be entered the 
names of 20 individuals. Associated 
with each name is its own code, 
which may be signaled by the sound- 
ing of a bell, chime, or horn, or even 
a light, depending on the instal- 
lation. To initiate a signal it is only 
necessary to slide the selector level 
to a position opposite the desired 
name and exert a slight pressure. 
The code is automatically repeated 
until the lever is returned to normal 
position. The manufacturer points 
out that the “Lokator” has no in- 
tricate mechanism to get out of or- 
der. In addition, it may be operated 
entirely on low voltage, and if 
24-volt signals are used, simplified 
wiring can be achieved. The equip- 
ment is very compact, only 544” in 
height, 834” in width and 5%” in 
depth. If desired, 40-call and 60-call 
versions also are available. The 
manufacturer will be glad to send 
price and full information. 


Facsimiles Made in 19 Seconds 


The new Cormac Photocopier ‘is 
said by the manufacturers, Cormac 
Industries, Inc., 41 East 42nd St., 
New York 17, N.Y., to turn out exact, 
dry, inexpensive facsimiles of any 
written, printed, drawn, typed or 
photographed material in 19 seconds, 
at’a cost of less than eight cents a 
copy. Fully automatic, the all- 
electric unit does not require an ex- 
perienced operator. It occupies ap- 
proximately the same amount of 
space as a typewriter, and permits 
the making of confidential copies in 
the privacy of any office. Copies are 
made in varying sizes on ordinary- 
weight paper, airmail paper, double- 
weight card stock and special pur- 
pose translucent paper. The copies 
are legally acceptable and can be 
folded, written on and mailed. 
Finished in business-equipment gray, 
the machine operates on 110 volts, 
A.C. current. The manufacturer will 
be glad to send a folder covering 
technique, cost and other data. 
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Under-Counter Cash Drawer 


Many stores, plants, banks and 
offices have experienced a need for 
an under-counter cash drawer of 
large capacity to be used where a 
considerable amount of money usu- 
ally is carried. To meet this need, 
Indiana Cash Drawer Company, 
Shelbyville, Indiana, has introduced 
its Model G-1. The lower section of 
the drawer has 10 currency compart- 
ments. A sliding tray, the top sec- 
tion, has 5 coin tills for handling 
loose coins and 5 coin compartments 
for handling packaged coins. The 
drawer is 2142” long by 20%” wide 
by 53g” deep. It is equipped with a 
disc tumbler lock and a warning bell 
that rings when the drawer is 
opened. Constructed of white oak, 
the exterior finish is natural lacquer, 
with a smoothly finished interior. 
Screw holes are provided for easy 
installation. The manufacturer will 
be glad to send price and other in- 
formation on request. 


Small Addressing Machine 


A small automatic addressing ma- 
chine ‘is being marketed by Weber 
Addressing Machine Company, 200 
West Central Road, Mt. Prospect, 
Illinois. The single compact unit, 
occupying no more space than a 
typewriter, will handle from 500 to 
1,000,000 mailings in any office. The 
machine operates on a spirit prin- 
ciple of reproduction and requires 
no stencil, metal plates, ribbon or 
ink. The Weber Model A-3 is said 
to operate at a speed of 2000 pieces 
an hour. It features an “automatic 
name advancer,” which mechanically 
moves each name and address into 
printing position. The ejector throws 
each addressed piece into a receiving 
tray. Addresses are transferred to 
the mailing piece from a typewritten 
paper tape, and this original list can 
be used up to 100 times. A trans- 
parent pressure bar gives the opera- 
tor a clear view of name and address 
being printed. In addition to print- 
ing any piece—from a thin airmail 
envelope to 1” thick catalogs—the 
machine can be adapted to address 
direct from file cards or other office 
forms. The manufacturer will send 
an illustrated booklet on request. 
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Small Business Microfilm 


With the introduction of the new 
portable Microfilm Camera, called 
the “Flofilmer,” the Flofilm Division 
of Diebold, Inc., Canton 2, Ohio, has 
made possible the use of microfilm- 
ing operations by small businesses as 
well as the larger ones. Because of 
its compact size it easily can be used 
on a desk and stored in small space 
when not in use. It weighs 20 pounds. 
The manufacturers say that 15 min- 
utes instruction is sufficient to make 
any office worker a microfilm expert, 
due to the simplicity of operation. A 
new design allows for rapid photo- 





graphing on 16 mm. film, and emer- 
gence of the copy into the rear col- 
lector tray. It will photograph copy 
up to 11” in width by any length at a 
reduction of 24X and is completely 
motorized. All threading or film 
handling has been eliminated, and a 
simple drop of the 50’ Daylight Film 
magazine into its compartment is all 
that is necessary. The new “click- 
in, click-out” magazine loading per- 
mits photographing one type of rec- 
ord on each reel—purchase orders on 
one, payroll checks on another—and 
simplifies permanence of vital rec- 
ords. Among its many applications, 
the manufacturer suggests micro- 
filming of invoices, purchase records, 
checks, ledgers, corporate papers, 
documents of all kinds, inactive rec- 
ords to conserve space, personnel 
records, sales and accounting records. 


Million Dollar Tax Refund 


Twenty-five thousand purchasers 
of Addressograph-Multigraph prod- 
ucts will be the beneficiaries of a $1 
million tax refund covering over- 
payment of excise taxes on the com- 
pany’s products purchased in the 
period July 22, 1947 through Dec. 
31, 1950. The Addressograph-Multi- 
graph Corporation had claimed that 
the 10 per cent excise tax had been 
assessed on the full retail list prices 
whereas, under a revised ruling by 
the Government, the fair market 
value for tax assessment purposes 
has been established at 60 or 65 per 
cent of the retail list selling price, 
depending on the type of machine. 





Modernized 2-Level Stand 


Built for use with modern business 
machines, the two-level stand manu- 
factured by the Sherman-Manson 
Corporation Division, Mississippi 
Aluminum Corporation, Celina Road, 
St. Mary’s, Ohio, has many applica- 
tions in any office. Featuring a rais- 
ing and lowering device, their No. 
23-SAAMX has a shelf which is 
interchangeable to right or left. The 
top and shelf are made of five-ply 
wood veneer with square edges. The 
frames are of one-inch tubular steel, 
finished in baked-on enamel. One 
lever movement raises or lowers the 
top of the stand on either side, or 
both, pringing the material to a more 
comfortable working level. Since 
the stand is equipped with smooth 
rolling casters, it may be moved 
easily from place to place in the 
office, wherever needed, thus serving 
the twofold objective of economy and 
speed. 





13-Pound Dictating Machine 

A new dictating machine, the 
Time-Master “5”, has just been in- 
troduced by the Dictaphone Cor- 


poration, 420 Lexington Avenue, 
New York, N.Y. The weight of the 
new portable machine has been re- 
duced to approximately 13 pounds 
as compared to the old model’s 
weight of 22 pounds. Using the high 
fidelity “Dictabelt,”’ which is mail- 
able and fileable, the new machine 
may be used not only in the office 
but at home or while traveling. 


Desk for Continuous Forms 


Introduced recently by Berger 
Manufacturing Division, Republic 
Steel Corporation, 1038 Belden 
Avenue N.E., Canton 5, Ohio, is the 
“Fan Fold Desk,” for use with con- 
tinuous business forms. The photo- 
graph shows the back of the desk 
with a recessed opening into which 
the continuous forms drop into place. 
This method, it is pointed out, speeds 
production, protects forms by keep- 
ing them off the floor, and adds neat- 
ness to the operation. The desk has 
a roomy typewriter bed, with large 
working space at-each side, four box 





drawers, and one letter-size filing 


drawer with compressor. One box 
drawer is equipped with individual 
lock. The desk is of steel construc- 
tion and available in gray, olive 
green, mahogany or walnut finish. 
While the photograph shows a double 
pedestal model, it is also available 
in a single pedestal style, with three 
box drawers for use where space- 
economy is a factor. Write the 
manufacturer for more details. 


Small Office Folding Wardrobe 


An excellent space saver, partic- 
ularly in a small office, is the Val-A- 
Rak, manufactured by Sherness 
Company, 3700 Nicollet Ave. S., 
Minneapolis 9, Minn. The rack at- 
taches to the wall and may be closed 
when not in use, so that the floor 
beneath may be cleaned easily. 
When open it will accommodate coats 
or similar garments of six persons, 
yet when closed it is only 19” wide, 
12” high and 334” deep. When open 
it occupies a space of 19” wide, 12” 
high and 13” deep. The rack, which 
can be made to order for specified 
lengths if desired, is available in 
mahogany, blonde or walnut finish. 





When writing to the makers of 
these products please mention 
that you read about them in 


CREDIT AND FINANCIAL 
MANAGEMENT. 
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It’s important to know— 


CENTRAL OFFI 
CE: 
$12-St4 Arcode nae 
ST Lous 1, MO. : 


8Usinecy 
© CARRIFCaton 


One inquiry, to your Credit Interchange Bureau, 
will give you all the answers, 


Credit Interchange Bureaus 


NATIONAL ASSOCIATION of CREDIT MEN 
o12-14 Areade Building . . . ST.LOUIS I, MO. 
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CREDIT MANAGEMENT 


Highlighting News Activitiee—National, Regional, Local 








Panels Analyze Petroleum Economy Problems 


VERYDAY problems faced by 

credit men in the petroleum in- 
dustry provided the bases for the 
panel discussions which featured all 
sessions of the American Petroleum 
Credit Association’s 29th annual con- 
ference, in New York. 

Dr. A. R. Upgren, dean, Amos 
Tuck School of Business Adminis- 
tration, Dartmouth College, and a 
faculty member of the N.A.C.M. 
Graduate School there, set the pace 
at the opening luncheon with his 
fact-crammed discussion of economic 
conditions and how they impinge 
upon credit management. 

In the afternoon Roy A. Foulke, 
vice president, Dun & Bradstreet, 
New York, spoke on “Financial 
Statements—Analysis—How to Cope 
with Danger Signals.” Followed a 
panel and open forum, consisting of 
two parts: 1) economic conditions 
and their relationship with credit 
management; 2) financial statements 


—analysis—how to cope with danger 
signals. The following executives par- 
ticipated as panel members: M. L. 
Rufer, Standard Oil Company 
(Ind.), Chicago; Dr. Upgren; G. F. 
Walter, Cities Service Oil Company, 
New York, and Dr. Foulke. D. E. 
Burroughs, Shell Oil Company, New 
York, was moderator. 


Management and Experience 

“The Management Side of Credit 
Management” was the subject of 
Thomas Nelson, member, Rogers, 
Slade & Hill, management consult- 
ants, New York. Members of the 
panel which took over following his 
talk were: W. H. Montgomery, Pure 
Oil Company, Chicago, E. B. Peter- 
son, Continental Oil Company, Ponca 
City, Okla. C. F. Wollny, Sinclair 
Refining Company, New York, and 
Mr. Nelson, with William Stockton, 
Atlantic Refining Company, Phila- 
delphia, as moderator. 


A. A. Hock, Tide Water Associated 
Oil Company, San Francisco, was 
moderator of the panel on “Voices of 
Experience,” which had as partic- 
ipants A. E. Fletcher, Standard Oil 
Company (Ohio), Cleveland, W. J. 
Habkirk, British- American Oil Com- 
pany, Toronto, A. J. Woodward, 
Anderson Prichard Oil Corporation, 
Oklahoma City, George L. Martin, 
Johnson Oil Refining Company, Chi- 
cago Heights, and E. W. Hesse, 
Phillips Petroleum Company, 
Bartlesville, Okla. 


Walker Sums Up Objectives 

J. A. Walker, Standard Oil Com- 
pany of California, San Francisco, 
made the summation under the de- 
scriptive title, “Where Have You 
Been—Where Are You Going?” This 
broke ground for a panel discussion 
by J. S. Ditch, American Oil Com- 
pany, Baltimore; F. R. Springer, 
(Concluded on following page) 








NEW PETROLEUM CREDIT LEADERS. SEATED (I to r) J. P. McLaughlin, Richfield Oil Corp., Los Angeles, regional vice presi- 
dent, American Petroleum Credit Association; E. P. Simmons, Magnolia Petroleum Co., Dallas, association vice president; H. M. 
Barrentine, general credit manager, Skelly Oil Co., Kansas City (Mo.), president; R. W. Weiler, assistant treasurer, The Texas Co., 
New York, immediate past president; E, B. Peterson, Continental Oil Co., Ponca City (Okla.), regional vice president; M. V. Jobn- 
ston, Gulf Oil Corp., Pittsburgh, regional vice president; H. E. Butcher, Cities Service Oil Co., Chicago, treasurer, STANDING: di- 
rectors A. A, Hock, Tide Water Associated Oil Co., San Francisco; A. J. Woodward, Anderson Prichard Oil Corp., Oklahoma City; 
R. C. Utley, Aurora Gasoline Co., Detroit; F. E. Stephenson, Arkansas Fuel Oil Co., Shreveport (La.); Gilbert ]. Timone, Pan 
American Petroleum & Trans. Co., New York; E. W. Taylor, Shell Oil Co., New York; A. I. Richardson, Sun Oil Co., Philadelphia; 
W. H. Montgomery, The Pure Oil Co., Chicago; W. J]. Habkirk, British-American Oil Co., Ltd., Toronto; E. A. Schramko, Esso 
Standard. Oil Co., Philadelphia; $. J. Haider, executive secretary, Minneapolis Association of Credit Men, and secretary of the Petro- 
leum association. NOT IN PICTURE: directors A, B. Bland, Standard Oil Co. (Ky.), Louisville, a director of the Louisville Credit 
Men's Association; and B, K, Fickle, Ohio Oil Co., Findlay (Ohio). 
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GOOD LUCK! H. M. Barrentine (left), general credit manager of the Skelly Oil Com- 


pany, Kansas City, Mo., elected president of the American Petroleum Credit Association, 
is congratulated by Richard W. Weiler, assistant treasurer, The Texas Company, New 
York. Mr. Weiler is immediate past president. 





Barrentine New Leader 


(Concluded from page 31) 





Humble Oil & Refining Company, 
Houston; W. A. Starr, The Texas 
Company, New York; and R. C. 
Utley, Aurora Gasoline Company, 
Detroit. 

H. M. Barrentine, general credit 
manager, Skelly Oil Company, 
Kansas City, Mo., succeeds R. W. 
Weiler, assistant treasurer, The 
Texas Company, New York, as presi- 
dent. 

The new vice president of the as- 
sociation is E. P. Simmons, general 
credit manager, Magnolia Petroleum 
Company, Dallas, Texas. Regional 
vice presidents are J. P. McLaughlin, 
assistant treasurer and general credit 
manager, Richfield Oil Corporation, 
Los Angeles; Murray V. Johnston, 
general credit manager, Gulf Oil 
Corporation, Pittsburgh; and E. B. 
Peterson, general credit executive, 
Continental Oil Company, Ponca 
City, Okla. 

New directors chosen for 3-year 
terms are: A. A. Hock, Tide Water 
Associated Oil Co., San Francisco; 
A. J. Woodward, Anderson Prichard 
Oil Corp., Oklahoma City; F. E. 
Stephenson, Arkansas Fuel Oil Co., 
Shreveport; G. J. Timone, Pan 
American Petroleum & Trans. Co., 
New York; and A. I. Richardson, Sun 
Oil Co., Philadelphia. R. C. Utley, 
Aurora Gasoline Co., Detroit, was 
reelected director for a 2-year term. 


Reese Heads Syracuse Unit 
Sales and Group Organizing 
Joseph E. Reese, appointed sales 
manager of the Syracuse Association 
of Credit Men and Service Bureau, 
will handle membership promotion 


and the organization of new credit 
groups. He also will aid in the ex- 
pansion of the Service Bureau in 
Central New York. 


Mr. Reese is a past president of 
the Syracuse association and for the 
last eight years the credit manager 
of Cherry-Burrell Corporation, man- 
ufacturers and jobbers of dairy 
equipment. He is a veteran of World 
War II and resides in Syracuse. 


Nicholas Murphy Death 
Is Loss to Profession 


The credit profession lost an out- 
standing figure in the death of Nich- 
olas J. Murphy, 63, vice president, 
foreign department, the Chase Na- 
tional Bank, New York. He was well 
known in foreign banking and trade 
circles as a result of 25 years of 
leadership. In the period 1950-52 he 
was chairman of the administrative 
committee, Foreign Credit Inter- 





NICHOLAS J. MURPHY 
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change Bureau, National Association 
of Credit Men. 

Mr. Murphy began his association 
with the Mechanics & Metals Bank 
in 1919 and continued with it after 
its merger with Chase in 1926. Spe- 
cializing in foreign banking, he was 
made a vice president in 1947. He 
recently was concentrating on ex- 
pansion of the bank’s activities in 
Canada as an executive of the Chase 
Canadian division staff. 

He was a director of the National 
Council of American Importers, 
chairman of the committee on for- 
eign banking (1934-36) and on sev- 
eral subcommittees of the National 
Foreign Trade Council, and a com- 
mittee member of the Bankers As- 
sociation for Foreign Trade. He was 
a director of the Garden City East- 
ern Property Owners Association 
and of Mercy Hospital, Rockville 
Centre, Long Island. 


Edmund Randall Dies; Headed 
Own Public Accounting Firm 
Edmund A. Randall, head of the 
certified public accounting firm, 
Randall & Dye, Rochester, N.Y., and 
active for many years in professional 
accounting societies, died at 67. Mr. 
Randall had been credit manager, 
and later assistant secretary, of the 
Genesee Valley Trust Company, and 
established his own firm in 1940. He 
served also on the faculty of the 
Rochester Business Institute, of 
which he was a graduate. He was a 
member of the Rochester Association 
of Credit Men, president of the local 
chapter of the New York State Soci- 
ety of Certified Public Accountants 
(1944-45) and a member of the 
American Institute of Accountants. 


Newton C. Hawley 

Newton C. Hawley, superinten- 
dent of the advertising department, 
National of Hartford Group, and 
author of articles on insurance dis- 
tribution and advertising, died at 
Hartford, Conn., at the age of 47. 


Fred T. Whiting 

Fred T. Whiting, Mid-America 
district vice president, Westinghouse 
Electric Corporation, Chicago, died 
of a heart attack while vacationing 
in northern British Columbia. He 
had been connected with Westing- 
house since 1913 and was a vice 
president of the Chicago Association 
of Credit Men in 1943. 


A. William Tobey 


A. William Tobey, credit manager 
and assistant secretary, Hudson Pulp 
& Paper Corporation, New York, 
died at the age of 58 after a long 
illness. 
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(onvention Plans Pushing Korward on All Fronts 


the Group meetings definitely 

charted except for last-minute 
revisions, with subjects and speakers 
approaching announcement stage, 
and the pro- 
grams for the 
general sessions 
taking shape, 
General Chair - 
man Forest U. 
Naylor and Ex- 
ecutive Commit- 
tee Chairman B. 
F. Edwards, Jr., 
are more con- 
vinced than ever 


\\ ITH committee membership for 





Std 


P, A. PFLUEGER 


R. L. ALLEN 





R. C. MAJOR 


J. A. WALKER 


that the 58th Annual Credit Con- 
gress in San Francisco May 16 to 
20 will set a new pattern of value and 
interest. The flood of inquiries 
reported to date reflects a similar 
interest in the field, according to 
S. J. Haider, convention director, and 
Otis H. Walker, secretary of the 
executive committee, now winding 
up preliminaries. 

Biographies and pictures of Messrs. 
Naylor, Edwards, Haider and Walker 
were published in the December issue 
of Credit and Financial Management. 
Mr. Naylor is credit manager of the 
Pacific Gas and Electric Company 
and president of the Credit Managers 
Association of Northern and Central 
California. Mr. Edwards, who is vice 
president in charge of the loan 
Supervision department of the Bank 
of America at the San Francisco 
headquarters, is a past president of 
the association. Otis Walker is ex- 
ecutive manager and secretary of the 
association and Mr. Haider is secre- 








The Bay Bridge, a San Francisco engineering feat. (Southern Pacific Photo) 


tary-manager of the Minneapolis 
Association of Credit Men. 

Paul A. Pflueger is chairman of 
the advisory committee for the con- 
vention. The four vice general chair- 
men of the executive committee are 
R. L. Allen, G. W. Heuermann, R. C. 
Major and J. A. Walker. 

Pau. A. PFLUEGER, general partner 
in Pflueger and Baerwald, in the 
stocks and bonds investment field, 
started his business career with the 
Humboldt Bank in San Francisco 
and became vice president. In 1929 
he joined the firm of Max I. Kosh- 
land and Company, predecessor of 
Pflueger and Baerwald. In the Na- 
tional Association of Credit Men he 
served three years as a director, two 
terms as Western Division vice pres- 
ident and was on a number of com- 
mittees, as he also has been in the 
Credit Managers Association of 
Northern and Central California. In 
the latter he has seen long service 
on the board, and was treasurer. 


34 Years with Their Companies 


R. L. ALLEN, general credit man- 
ager of D. Ghirardelli Chocolate 
Company, San Francisco, has been 
with the company more than 34 
years and has handled statistical ac- 
counting, sales, merchandising and 
general credits. So, too, in the credit 
association he is past president, 
helped form the Foreign Credit 
Chapter and the Food Products 
Manufacturers Group. 

GeEorGcE W. HEUERMANN, vice pres- 
ident and commercial loan officer of 
the Anglo California National Bank, 


San Francisco, is now in his 34th 
year with the bank, starting in the 
branches in the Bay area. In 1939 he 
became a member of the credit de- 
partment. For ten years he was on 
the board of governors of the San 
Francisco chapter of the Institute of 
Banking. In the local credit associa- 
tion he has been chairman of the 
membership committee, was named 
to the board of directors in 1951, and 
now is chairman and treasurer of the 
Collection Bureau committee. 

Ray C. Magor, general credit 
manager of the California and Ha- 
waiian Sugar Refining Corporation, 
Ltd., joined the corporation in 1937 
and was manager of division offices 
in New York and Chicago before 
moving to the headquarters offices in 
San Francisco. Vice president of the 
board of directors of the local credit 
association, he has a record of serv- 
ice on the committees of publicity, 
credit methods and practices, chair- 
man of the Credit Groups committee 
and the business service committee. 

J. ALLEN WALKER, general credit 
manager of the Standard Oil Com- 
pany of California, with a record of 
continuing educational service to 
both his company and the credit 
profession, has taught credit man- 
agement at the Stanford University 
Graduate School of Credit and Fi- 
nancial Management, conducted by 
the Credit Research Foundation of 
the National Association of Credit 
Men of which he is a director. He is 
past president of the local association 
and the American Petroleum Credit 
Association. 
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PICTORIAL HIGHLIGHTS of the Central Valley Credit Conference in Fresno, Calif. At the left is guest speaker Corinne Griffith, 
onetime film star, local leader and real estate developer, and active in the movement to have the federal income tax law repealed. With 
her is Edwin W. Stroope, manager of the Fresno chapter, Credit Managers Association of Northern and Central California. At right, 
members of the tanel which participated in a discussion of business conditions (I. to r. seated): Otis H. Walker, executive secretary- 
manager, Credit Managers Association of Northern and Central California, San Francisco; W. R. Morison, credit manager, Sunland 
Industries, Fresno, conference chairman; D, M. Messer, vice president and general manager, Dohrmann Commercial Company, San 
Francisco and president, National Association of Credit Men; (standing): Forest U. Naylor, credit manager, Pacific Gas & Electric 
Company, San Francisco, and president, Credit Managers Association of Northern and Central California; and H. E. Bond, credit 
manager, Industrial Indemnity Company, Fresno, and chairman of the Fresno executive committee. 





CENTRAL VALLEY LEADERS SEE BUSINESS STEADY 











PROMISING economic outlook 

which will see California “farm- 
ers with more ready cash available 
despite the upsets, and good business 
locally in all lines with full employ- 
ment at good wages,” was the fore- 
cast made by speakers before the 
Central Valley Credit Conference 
at Fresno, Calif. 

“Credit should be given on the 
basis of individual soundness rather 
than on present business condi- 
tions,’ said Kenneth Hampton, man- 
ager, the Valley Electric Supply 
Company. He cited the farm income 
in the San Joaquin Valley, reputed 
double that of other areas of the 
nation, and pointed out that the 
valley farmers have a longer season, 
a wide diversification of crops, 
mechanized farms and well devel- 
oped irrigation. The section has a 
long history of cooperative market- 
ing, which with the help of the Fed- 
eral Land Bank and the Commodity 
Credit Administration has enabled 
financing and more highly special- 
ized production and marketing, he 
explained. 

Adverse conditions—unusual 
weather and unfavorable crop grow- 
ing conditions—will bring about the 
improvement in the farmer’s cash 
situation, Mr. Hampton stated, by 


forcing closer attention to farming 
operations. He sees some unemploy- 
ment after the first of the year, 
but it will not assume serious pro- 
portions, and business moving at a 
slow pace for the first three or four 
months. 

A panel discussion on the eco- 
nomics of the dollar, with three Fed- 
eral Reserve Bank officials partici- 
pating, and a talk by Loren S. Dahl, 
Sacramento attorney, highlighted 
the afternoon program. Speakers at 
the morning session included D. M. 
Messer, president, N.A.C.M.; Forest 
U. Naylor, president, Credit Man- 
agers Association of Northern and 
Central California; and Forbes Bur- 
ness, credit manager, W. P. Fuller 
Company. 

Miss Corinne Griffith (in private 
life Mrs. George P. Marshall, wife 
of the owner of the Washington 





There is only one way to 
happiness and that is to 
cease worrying about things 
which are beyond the power 
of our will. 

—Epictetus 
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Redskins professional football team), 
guest dinner speaker, in presenting 
her case for elimination of the fed- 
eral income tax, charged that the 
law is directly responsible for the 
trading of votes among leading 
congressmen as a means of survival, 
and pointed to the discharge or res- 
ignation of many internal revenue 
bureau officials who had not re- 
ported “monies they received crook- 
edly” in the personal tax returns. 
Should the income tax law be re- 
pealed, she said, the government 
could be operated with excise taxes 
and the states would assume the 
liability for social security and old- 
age pensions and veterans’ pay- 
ments. Government bonds would be 
maintained by the federal excise 
taxes and federal subsidies would be 
dropped, Miss Griffith declared. 


Code Hearings in New York 

Public hearings on the proposed 
Uniform Commercial Code are to 
be called into action soon before 
the New York State Law Revision 
Commission, which will study the 
Code and report its recommenda- 
tions to the legislature. Pennsyl- 
vania’s Code becomes effective on 
July 1st. 









| 


- VW Oo ODO §F UA ~ 


mo t 








BANKER OPTIMISTIC ON INVESTMENTS IN PLANTS 


N ADDRESS by George W. 

Mitchell, vice president, Fed- 
eral Reserve Bank of Chicago, on 
the role of credit in today’s market, 
a panel discussion on “Operation— 
Bankruptcy,” and an address by 
Congressman Walter H. Judd of 
Minnesota, an authority on the 
Orient, headed the program of the 
Illinois Regional Credit Conference 
and annual fall dinner in Chicago. 
Vernon A. Bingham, credit manager, 
Macwhyte Company, and vice presi- 
dent of the Chicago Association of 
Credit Men, was general chairman. 

D. M. Messer, vice president and 
general manager, Dohrmann Com- 
mercial Company, San Francisco, 
president of the National Association 
of Credit Men, extended the asso- 
ciation welcome. Walter J. Gielen, 
credit manager, Hilton Hotels Cor- 
poration, and a national director, 
introduced the luncheon speaker, 
Nathaniel Leverone, chairman of the 
board, Automatic Canteen Com- 
pany, Chicago, who pictured the 
problems of preserving “This Free- 
dom of Ours.” 

Accompanying his talk with graphs 
and charts, Mr. Mitchell pointed out 
the signs of slackening in business 
activity as reflected by current bank 
loan volume and consumer instal- 
ment credit, and noted the expan- 
sion of bank loan volume, normally 
higher in the fall, was considerably 








less than last year. The Federal 
Reserve official said he looks for a 
leveling off in the volume of instal- 
ment credit at the 21 billion dollar 
mark as a result of a decrease in the 
volume of auto instalment paper. 
Instalment credit is now 8.4 per cent 
of the national disposable income, 
compared with 6 per cent in 1941. 

A tapering off of business in 1954 
is to be expected, said the speaker, 
predicting a mild “shot in the arm” 
by personal income tax reductions 





I am a pessimist by dec- 
ades and an optimist by 
centuries. 


—Reinhold Niebuhr 








January 1st, unless accompanied by 
more excise taxation to offset the 
revenue loss to the government. He 
is optimistic over the prospects for 
investments by business in plants 
and equipment despite an antic- 
ipated decrease next year. Such 
investments must remain high, he 
asserted, if this country is to main- 
tain its current standard of living. 
Participating in the afternoon 
panel session on “Operation—Bank- 
ruptcy,” were: Wallace Streeter, 
referee in bankruptcy, U.S. district 
court, Chicago; E. A. Wagner, Jr., 
and Joseph H. Schwartz, bankruptcy 


attorneys; Homer Hilf, area credit 
manager, Aluminum Company of 
America; and Kenneth R. Wells, vice 
president, American National Bank 
& Trust Company of Chicago. Paul 
Gross, regional manager, treasury 
department, U.S. Steel Corporation, 
was moderator. 

Panel members advocated the 
settling of claims by other means 
than the costly and time-consuming 
proceedings in bankruptcy. 

Mr. Schwartz, noting that many 
cases never should reach court, 
urged credit department initiative in 
giving creditor service before a 
debtor is forced into bankruptcy 
proceedings. He and Mr. Hilf sug- 
gested that creditors acting as a 
group work out settlements. 

Mr. Streeter explained the func- 
tion of the referee in bankruptcy 
and answered questions on the 
technical aspects of the bankruptcy 
law. Mr. Wagner explained what 
takes place at a first meeting of 
creditors and urged members to at- 
tend first meetings. 

Congressman Judd, who addressed 
the dinner meeting, attributed the 
uncertain outlook for a free world 
to refusal to face realities. 

The annual Industry Credit Group 
award went to the Fine Paper Group 
and was received by C. F. Hlavacek, 
credit manager, Messinger Paper 
Company, Group chairman. 


THE PANEL on bankruptcy at the Illinois Regional Credit Conference, in Chicago (L to R) Joseph H. Schwartz, bankruptcy attorney; 
Homer Hilf, credit manager, Aluminum Company of America; Referee Wallace Streeter; Moderator Paul Gross (at microphone), 
U. S$, Stee! Corporation; V. A. Bingham (in background), Macwhyte Co., Kenosha, Wis., first vice president, Chicago Association 
of Credit Men, and Conference chairman; Kenneth R. Wells, American National Bank of Chicago, and E. A. Wagner, bank- 
rupicy attorney. 
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Economy at World, National and State 


Levels Is Theme of Omaha Conference 


Ramifications of public affairs im- 
pacts at state, national and interna- 
tional levels, as they affect business 

sat mi conditions today, 
provided the ve- 
hicle for ad- 
dresses by three 
outstanding pub- 
lic figures before 
the 29th annual 
Tri-State Credit 
Conference, in 
Omaha. 

Governor 
Robert Crosby of 
Nebraska discussed state government 
and credits. U.S. Senator Dwight 
Griswold, former governor of Ne- 
braska and member of the Senate 
committee on interstate and foreign 
commerce, presented “A Report 
from Washington.” Major Gen. 
George Olmsted, U.S. Army (Re- 
serve), examined the impact of the 
international situation on American 
business. Senator Griswold outlined 
what is being done in Washington 
toward achieving a balanced budget. 


Workshop and Panel 


A range of material directly ap- 
plicable to the problems credit ex- 
ecutives encounter daily was brought 
out in the credit workshop, “Pitfalls 
of Financial Statements,” led by F. 





N. G. BAUSCH 


G. Phillips, secretary - treasurer, 
Globe Machinery & Supply Com- 
pany, Des Moines, and a director of 
the National Association of Credit 
Men. A panel discussion, “Assign- 
ments, Bankruptcies, and Rehabilita- 
tions,” with Emmet L. Murphy, 
referee in bankruptcy, Nebraska, as 
moderator, had the following local 
association secretaries as_ partici- 
pants: Don E. Neiman, Central Iowa 
Unit (Des Moines); Milo O. Hanzlik, 
Cedar Rapids Association of Credit 
Men, Edward H. Kurtz, Omaha As- 
sociation of Credit Men. 

Victor C. Eggerding, general credit 
manager, Gaylord Container Cor- 
poration, St. Louis, and past presi- 
dent of the national association, dis- 
cussed business trends. Prof. Clifford 
M. Hicks, director, department busi- 
ness organization and management, 
University of Nebraska, spoke on 
“Reflections in the Business Mirror.” 


Economy a Ship’s Passenger 


The American economy was com- 
pared to the passenger on a cruise 
ship, in a talk by Dr. Carl D. Smith, 
managing director, Credit Research 
Foundation, N.A.C.M. The cruise 
passenger indulges in heavy gorging 
at the start of the trip; this is fol- 
lowed by a period of mal-de-mer 
brought about by heavy weather, 
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Business is a sensitive thing; 
It goes where it is invited, 
Stays where it is cared for 
And grows as it is cultivated. 





when he can’t look food in the face 
With the departure of the storm, the 
appetite returns and the passenger 
feels fine again. 

“There has been a general tighten- 
ing of credit, both consumer and 
commercial,” Dr. Smith pointed out, 
“but it does not indicate a depression. 
The next few years may be hard on 
newly formed firms whose managers 
are not experienced enough to 
weather the storms.” 

Norbert G. Bausch, controller, 
Henry W. Miller Electric Company, 
Omaha, was general chairman. 


Smallest Gain in Four Years 

While total deposits of all insured 
banks ($164 billions) increased 3 
per cent in the year ended June 30, 
1953, these deposits represented the 
smallest gain in four years. Mid- 
1951 to mid-1952 had a 7 per cent 
gain. 


Newspaper Controllers Elect 


Richard H. Wills, treasurer of The 
Roanoke (Va.) Times and World 
News, has been elected president of 
the Institute of Newspaper Control- 
lers and Finance Officers. 





IN SESSION: The Credit Research Foundation Board in annual meeting, at Colorado Springs. SEATED (I to r) Fred A. Cates, gen- 
eral credit manager, Arden Farms, Los Angeles; Charles E. Fernald, Fernald & Co., Philadelphia, vice president of the Foundation; 
Henry H. Heimann, executive vice president, National Association of Credit Men, New York; D. M. Messer, vice president and gen- 
eral manager, Dohrmann Commercial Co., San Francisco, N.A.C.M. president; Paul W. Miller, president, The Marlborough’ Co., 
Atlanta, Credit Research Foundation president; Dr. Carl D. Smith, managing director of the Foundation, New York; Earl N, Felio, 
treasurer, Colgate-Palmolive-Peet Co., Jersey City, N.].; Ruth E. Hoctor, treasurer, N.A.C.M. and Research Foundation; Paul J. 


Viall, treasurer, Chattanooga Medicine Co. 


director, Credit Research Foundation. 


STANDING: Robert M. Gardineer, associate director, Credit Research Foundation; 
Charles A. Wells (retired), St. Joseph, Mo., N.A.C.M. past president; B. F. Edwards, Jr., vice president, Bank of America National 
Trust & Savings Assn., San Francisco; C. Callaway, Jr., treasurer, Crystal Springs Bleachery, Inc., Chickamauga, Ga.; J]. A. Walker, 
general credit manager, Standard Oil Co. of California, San Francisco; C. Garritt Bunting, treasurer, Detroit Steel Products Co.; 
R. W. Hyde, assistant vice tresident and assistant treasurer, United States Steel Corp., Pittsburgh; William J]. Dickson, associate 
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L. B. KING 


BANKERS’ PANEL at the Pacific Southwest Credit Conference, Los Angeles: (I. to r.) Forrest W. Denning, vice president, California 





Bank; L. B. King, assistant vice president, Bank of America; Hugh M. Tiner, moderator, president of George Pepperdine College; Jack 
Lubring, vice president, Union Bank and Trust -‘Company; and E, W. Wiegel, vice president, Security-First National Bank. 


REDIT is the balance wheel of 

modern business, and to deny 
it in the light of the borrower or 
restrict it as a lender to any great 
degree would paralyze production 
and choke our economic life, D. M. 
Messer, president, National Associa- 
tion of Credit Men, told the Pacific 
Southwest Credit Conference, in Los 
Angeles. Mr. Messer is vice president 
and general manager, Dohrmann 
Commercial Supply Company, San 
Francisco. 


It is an economic fallacy to believe 
government can prevent depressions, 
declared Herbert Leggett, vice presi- 
dent, Valley National Bank, Phoenix, 
Arizona. The way to avert them, he 
pointed out, is to prevent false booms. 


“The credit man in a buyers mar- 
ket is called upon to go beyond a 
conservative study of a customer’s 
financial statement into the field of 
helping him to increase his profitable 
margin of sales, covered by close 
liaison with the selling departments 
of the company,” declared E. B. 
Moran, secretary, N.A.C.M. 


Financial Editors on 1954 
A panel of financial editors of Los 
Angeles newspapers, with W. G. 
Paul, president, Los Angeles Stock 
Exchange, as the moderator, agreed 
in forecasting some decline in busi- 
ness activity for the region but be- 
lieved it would be less than that for 
the national average. The diversifica- 
tion of industry will act as a stabi- 
lizer, they thought, with some indus- 
tries, such as electronics, TV and 
airplane manufacturing, ‘holding 

their own, others tapering off. 
A bankers’ panel, consisting of 
vice presidents of Southern Cali- 
fornia banks, with Hugh Tiner, pres- 


ident, Pepperdine College, as mod- 
erator, discussed “Bank Credit Policy 
—a Current Appraisal.” A talk by 
George A. Bowie, public relations 
department, Firestone Tire & Rubber 
Company, on future trends under the 
title “Snap Goes Your Judgment,” 
was another highlight of the con- 
ference program. Goodwin Knight, 
governor of California, was guest 
speaker at the banquet. 

Ten important facts of management 
control as a simple but visual analysis 
of basic accounts were presented to 
the credit executives by Walter B. 
Scott, western credit manager, 
United States Gypsum Company. 
(Article in a later issue.) 


Pacific Southwest Credit 
Association Is Organized 


At a special meeting of the officers 
representing the several credit asso- 
ciations present at the Pacific South- 
west Credit Con- 
ference, plans 
were completed 
for the formation 
of The Pacific 
Southwest Credit 
Association, with 
the following 
member units: 

Credit Man- > 
agers Association we 
of Northern and G. T. STOCKFLETH 
Central California; C.M.A. of South- 
ern California; Intermountain A.C.M. 
(Salt Lake City); Rocky Mountain 
A.C.M. (Denver); San Diego Whole- 
sale C.M.A.; Tri-State A.C.M. (Al- 
buquerque); Tri-State A.C.M. (El 
Paso); Wholesalers and Manufac- 
turers Assn., Inc. (Amarillo); 
Wholesalers Credit ‘Assn. of Arizona 





(Phoenix), and Wholesalers Credit 
Assn. (Oakland). 

Elected chairman for the year was 
Philip Davenport, president, San 
Diego Wholesale C.M.A.; vice chair- 
man, Arthur Reese, president, C.M.A. 
of Southern California; and secre- 
tary-treasurer, George T. Stockfleth, 
Western Division vice president, 
N.A.C.M. © 


Half Century of Service 
Brings Honor to Boynton 

A 50th anniversary tribute by 
Handy & Harman, New York, re- 
finers and fabricators of precious 
metals, to How- 
ard W. Boynton, 
vice president 
and _ treasurer, 
proved a_ solid 
gold affair all the 
way. Ata dinner 
in his honor Mr. 
Boynton was 
presented with a 
gold tray. A 

Starting at 13 H. W. BOYNTON 
as office boy, Mr. Boynton was made 
assistant manager of the New York 
plant before he was 30. He became 
successively credit manager, secre- 
tary-treasurer, vice president (1950). 
He is also a member of the com- 
pany’s board of directors and ex- 
ecutive committee, on the silver 
committee of the Commodity Ex- 
change, and a director of the 24- 
karat Club of New York. 








Period: A comma that 
curled up and went to sleep. 


—Paul H. Gilbert 





CREDIT AND FINANCIAL MANAGEMENT, January, 1954 37 











CALENDAR OF EVENTS IMPORTANT TO CREDIT 








HIGHLAND Park, ILLINOIS 
February 4-5-6 
Credit Research Foundation Work- 


shop 
& 


CHARLOTTE, NortH CAROLINA 
March 8-9 
N.A.C.M. Secretary-Managers (East- 
ern Division) Conference 
< 
SPOKANE, WASHINGTON 
March 18-19 


Pacific Northwest Credit Conference 


covering Washington, Oregon, 
Idaho 


& 
San FRANcIsco, CALIFORNIA 
May 13-14-15 
N.A.C.M. Secretary-Managers (Na- 
tional) Conference 
e 
SAN FRANcIsSscO, CALIFORNIA 
May 16-20 


d8th Annual Credit Conference and 
Convention, National Association 
of Credit Men 


> 
STANFORD, CALIFORNIA 
July 4-17 
Stanford University Session of the 
N.A.C.M. Graduate School of 
Credit and Financial Management 
e 
HANOVER, NEw HAMPSHIRE 
August 1-14 
Dartmouth College Session of the 
N.A.C.M. Graduate School of 
Credit and Financial Management 
he 
San Dieco, CALIFORNIA 
September 27-28-29 


Annual Pacific Southwest Credit 
Conference. 
& 
Cuicaco, ILLINOIS 
October 13 
Illinois Fall Regional Conference 
& 


Sroux City, Iowa 
October 13-14-15 
Tri-State Credit Conference, com- 
prising Iowa, Nebraska and South 
Dakota 
> 


PHILADELPHIA, PENNSYLVANIA 
October 14-15-16 
Tri-State Credit Conference, com- 


prising New Jersey, New York, 
Eastern Pennsylvania, District of 
Columbia, Maryland and Virginia 


% 


San ANTONIO, TEXAS 

October 21-22-23 

Annual Southwest Credit Confer- 
ence, covering Texas, Louisiana, 
Arkansas, Oklahoma, New Mexico 
and Arizona. 

% 

CoLuMBUs, OHIO 

October 29-30 

Ohio Valley Regional Credit Confer- 
ence, covering Ohio, Western 
Pennsylvania, West Virginia, Ken- 
tucky and Eastern Michigan. 


R. L. Roper Heads Legislative 
Department of the N.A.C.M. 


Robert L. Roper has been appoint- 
ed director of the legislative depart- 
ment of the National Association of 
Credit Men to fill 
the place vacated 
by the death of 
Captain S. B. 
McKinney. Mr. 
Roper, 32, previ- 
ously was associ- 
ated as a writer, 
business analyst 
and public rela- 
tions counsellor 
with Prentice- 
Hall, Inc., Forbes Magazine, Dun’s 
Review and similar organizations. He 
studied at the University of Michi- 


R. L. ROPER 





gan and Rutgers University, taking 
his A.B. degree in economics at the 
latter in 1948. He served with the 
Eighth Air Force in England, Bel- 
gium and Germany in World War II. 

Formerly a resident of Toledo, 
Ohio, Mr. Roper now resides at Me- 
tuchen, New Jersey, with his wife 
and two sons. 


Food Equipment Makers Group 
Formed; Benziger Is Chairman 


Lusty newcomer to the family of 
Industry Credit Groups, National 
Association of Credit Men, and well- 
fed under a vi- 
tamin-rich pro- 
gram ofambitious 
plans for the 
year, is the new 
National Food 
Equipment Man- 
ufacturers Credit 
Group, under the 
chairmanship of 
R. J. Benziger, 
Libbey Glass 
Company, Toledo, a longtime mem- 
ber of the Toledo Association of 
Credit Men. Vice chairman is T. V. 
Tegger, Blakeslee & Company, Inc., 
Chicago. 

Members of the Group are makers 
of equipment for food preparation, 
handling and serving, and manufac- 
turers of products in related lines. 
All are members of the N.A.C.M., 
through their local affiliations. 

While most meetings are in Chi- 
cago, others are held in New York, 
Detroit, Cleveland and other cities, 
with roundtable discussions of mu- 
tual accounts as highlights. 





R. J. BENZIGER 


PRESENTATION of thé Southeastern Credit Women’s Membership award, made at 
the All-South Credit Conference in New Orleans. Miss Marie Louise LaNoue, member 
of the national credit women's executive committee and credit assistant, the Times: 
Picayune Publishing Co., New Orleans, presents the award to Miss Louise Sullivan, 
member, Jacksonville (Fla.) Credit Women’s Group, and representative of the Fulton 
Distributing Co. of Jacksonville. Mrs. Beath Robinson, vice chairman of the national 
committee and treasurer of Williams-Voris Lumber Co. of Chattanooga, looks on. 
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MANAGEMENT IN THE NEWS 


Office Boy to President Is 
Frank Jerome’s Bank Story 

No, it’s not a Horatio Alger story 
but some of the main ingredients 
have a similar touch. As an office 

boy Frank E. 
Jerome went to 
work for the 
Seattle First Na- 
tional Bank in 
Seattle in 1919. 
It’s President 
Jerome now — 
that is, on Janu- 
ary 1, 1954. 

The recent 
election follows 
an unbroken line of service to the 
one company since Mr. Jerome’s 
business career began, but into it 
are woven five years on the advisory 
council of the American Bankers As- 
sociation and past presidency of the 
Wyoming unit. 

He was assistant cashier, 1938-40; 
assistant vice president and manager 
of the credit department, 1940-44; 
and in 1944 he became vice president. 

Mr. Jerome is a past president of 
the Seattle Association of Credit 
Men, the Arctic Club and the Pacific 
Northwest Chapter of The Robert 
Morris Associates, is a trustee of the 
Credit Research Foundation, Inc. 
(N.A.C.M.), and has been active on 
committees of National. 





F. E. JEROME 


Holds Associate and Fellow 
Awards as Student of Credit 
Nearly 41 years ago Harold A. 
Schaff, just graduated from Mans- 
field State Normal School, of Mans- 
field, Penn., applied for a job at the 
Endicott Johnson Corporation, En- 
dicott, N.Y. They gave him a desk 
in the credit department. For the 
next 37 years he served as regional 
credit man. In 1947 he was promoted 
to credit manager of the Endicott 
Sales Division. Mr. Schaff holds both 
the Associate and Fellow Awards is- 
sued by N.A.C.M. He has rendered 
valuable assistance to the Triple 
Cities Association of Credit Men of 
Binghamton, N.Y., serving in many 
executive capacities before his re- 
cent election to the presidency. 


Finds Community Service Fits 
Duties as Credit Manager 

After graduation from the Uni- 
versity of Wisconsin, E. W. Haber- 
man joined the U. S. Gypsum Com- 
pany of Chicago. This association cut 
short by an “invitation” to join the 


Army, after four and a half years 
he returned as a captain. Starting as 
assistant credit manager of the 
Northern Paper Mills of Green Bay, 
Wis., he soon was promoted to credit 
manager. Mr. Haberman also has a 
hand in office management and in 
some phases of insurance. On the 
civic scene, he is active in Y.M.C.A., 
Scout and P.T.A. work, Red Cross 
and Community Chest. In the years 
he has been a member of the North- 
ern Wisconsin-Michigan Association 
of Credit Men at Green Bay, Mr. 
Haberman has served as member- 
ship chairman and vice president, 
and is now president. 





H. E. WOOD H. A. SCHAFF 





E. W. HABERMAN M. H. STOVALL 
Recalls Covered Wagon Trek 
of Parents into Northwest 

H. E. Wood says that since 1927 
he has done the “credit guessing” 
for the 12-state territory of the H. D. 
Lee Company, Inc., out of Kansas 
City, Mo., as credit manager, and 
that “40 years of credits and two 
years an air raid warden” just about 
covers his activities. Born at the 
turn of the century, Mr. Wood re- 
members the migration of his family 
to North Dakota by way of a cov- 
ered wagon. His credit career has 
covered many phases—heavy hard- 
ware and implements, retail hard- 
ware, adjustment department of a 
credit bureau, dry goods, then to the 
Lee Company, garment manufac- 
turers. Mr. Wood is now president 
of the Kansas City Wholesale Credit 
Association, after having served as 
vice-president -for several years. 





Ewers Heads Accounting Unit, 
American Gas Association 

Paul E. Ewers, elected chairman of 
the accounting section, American 
Gas Association, the division which 
deals with all 
matters relating 
to accounting 
within the indus- 
try, is a credit 
and collections 
career man. He 
began 30 years 
ago with the 
Merchants Cred- 
it Bureau, De- 
troit, and now 
holds the post of commercial office 
manager with Michigan Consolidated 
Gas Company. 

The new chairman served as presi- 
dent of the Detroit Association of 
Credit Men in 1949 and is a member 
of its advisory council. 





PAUL E. EWERS 


Up from Ranks to Treasurer 
And Firm’s Credit Manager 

M. H. Stovall, of Memphis, Ten- 
nessee, joined the Lewis Supply 
Company of Memphis seventeen and 
a half years ago. Working up 
through the ranks, four and a half 
years ago he became credit manager 
and treasurer of the company. Mr. 
Stovall is president of the Memphis 
Association of Credit Men. 


College Teacher of Credits 
Named Secretary-Treasurer 

Norvel V. Jones has been appoint- 
ed secretary-treasurer of E. J. Stan- 
ton & Son, Inc., Los Angeles, Cali- 
fornia. Mr Jones 
was with the 
North American 
Aviation Com- 
pany for seven 
years, then spent 
another seven 
years as general 
credit manager 
of Sunset Oil 
Company. He 
joined Stanton N. V. JONES 
and Son in 1950 as credit manager, 
and his rise has been rapid. A grad- 
uate of U.C.L.A. with a degree in 
political science and economics, Mr. 
Jones has taught credit and collec- 
tions at East Los Angeles Junior 
College. He is treasurer of the Na- 
tional Institute of Credit, chairman 
of the Wholesale Lumber Group in 
Southern California. 
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Renewing a Year of Credit and Financial Management in Print 


AN INDEX TO ARTICLES PUBLISHED IN 1993 


Accounting 
It’s Invoices 2 to 1 vs. Monthly State- 
ments Page 8, Mar. 


Baker’s Dozen of Forms and Procedures 
Vital to Credit Page 8, Apr. 


Are New Fluid Monetary Theories All 
Wet? Page 14, May 


Which? Open Invoice or Ledger Sheets? 
—Symposium Page 8, June 


Holding the Accounts Receivable in 


Line Page 8, July 
Simple Code on Cash Payment Postings 
Page 18, Dec. 


Bank Credit Policies 
Easy Money Sacrifices Credit Policy to 


Inflation Page 19, Jan. 
What Nation’s Bankers Are Thinking 
About Page 20, Jan. 


Capital Demands Advise More Con- 
servative Attitude toward Mortgages 
Page 24, Sept. 


Bankruptcy 


How NOT to Reduce Bankruptcy Costs: 
Increase Staff under Langer Bills 


Page 17, Dec. 
Book Reviews 
Amazing Mr. Doolittle Page 29, Aug. 
American Way, The Page 29, Aug. 


Big Business Methods for the Small 
Business Page 30, Feb. 


Credit and Collection Know-How 
Page 34, Sept. 


Credit and Collection Principles and 
Practice Page 35, June 


Credits and Collections in Canada 
Page 33, Dec. 


Development of Economic Thought 
Page 32, Mar. 


Dictionary for Accountants 
Page 18, May 


Economics in the Public Service 


Page 29, Aug. 


Elements of Business Administration 
Page 26, Nov. 


Encyclopedic Dictionary of Business 
Page 26, Jan. 


Evaluation of Receivables and Inven- 
tories as an Integral Phase of Credit 


Analysis Page 32, Apr. 
Faith and Fact Page 26, Nov. 
Financial Policy of Corporations 

Page 38, Oct. 
Financial Statement Analysis 
Page 32, Mar. 





Book Reviews (cont'd) 


Getting Things Done in Business 
Page 35, June 
How to Buy Stocks Page 26, Nov. 


How to Get Ahead in Modern Business 
Page 38, Oct. 


How to Live and Work Successfully 
with People in Business Page 34, Sept. 


How to Raise Cash and Influence Bank- 


ers Page 34, Sept. 
How to Say a Few Words Page 32, Apr. 
Incentive Management Page 26, Jan. 
Increasing Personal Efficiency 
Page 35, June 
Investment Timing Page 38, Oct. 
Karen Page 18, May 
Managing Your Money Page 18, May 


Mathematics of Finance Page 20, July 


Power of Positive Thinking 
Page 32, Apr. 


Practical Business Writing Page 20, July 


Principles of Human Relations 
Page 18, May 





NOTE: Cross-indexing of 
the many subjects discussed 
indirectly under the general 
topics in symposiums and 
debates-in-print necessarily 
would make this Index too 
cumbersome for ready ref- 
erence. Therefore, see the 
heading “Symposiums” for 
impinging subjects. 





Public Relations—Principles and Prob- 
lems Page 32, Mar. 


Put It Plainly Page 20, July 
Role of Sales Finance Companies in the 


American Economy Page 33, Dec. 
Showmanship in Public Speaking 
Page 30, Feb. 
Solving Public Relations Problems 
Page 32, Apr. 
Checks 
12 Keys to Lock Out Check Forgeries 
Page 31, Oct. 


Collection Letters 


Three Ways to Make Letters Do Their 
Job Page 10, Sept. 


40 CREDIT AND FINANCIAL MANAGEMENT, January, 1954 








Defense Contracts 


("Holdbacks") 

Light and Shadow on “Butter and Guns 
Dilemma” Page 15, Mar. 

Discounts 


Is Cash Discount Operation 75 Years Be- 
hind the Times?—Symposium 
Page 16, Sept. 


Editorials by 
Henry H. Heimann 


Happy New Year Page 4, Jan. 


The Challenge We Face in 1953 
Page 4, Feb. 


Tomorrow’s Capitalist Page 4, Mar. 
Budget Cut versus Tax Cut Page 4, Apr. 
“Secrets of the Trade” Page 4, May 


Bad Tax Breeds Bad Business 
Page 4, June 


Extravagance versus Confidence 
Page 4, July 


Example for Governments Page 4, Aug. 
In the Right Direction Page 4, Sept. 
Protecting Credit Standing Page 4, Oct. 
The Real Blessing Page 4, Nov. 
The Only Way Page 4, Dec. 


Education and Training 


Three Braces to Lift Management 
Page 16, Jan. 


Is Trained Personnel Lagging in Race 
Against Expansion of Credit Busi- 


ness? Page 22, Feb. 
Educators Added to Graduate Schools 
Page 38, Mar. 


Convincing Management Page 24, Apr. 


Research Workshop Gets Flying Start 
(Cleveland) Page 41, May 


Panel Underlines Human Element in 
Business Page 37, June 


Spadework for Credit Decisions 
Page 20, Aug. 
Business Consultant with a Sixth Sense 
Page 35, Sept. 
The Seminar, Shortcut to Experience 
Page 26, Sept. 


Graduate Schools of N.A.C.M. Equip 
‘Men of Action’ (Dartmouth; Stan- 
ford) Page 35, Nov. 


Credit Workshop (New York) 
Page 39, Dec. 


Ethics 


Business Mission Is Service to People— 
And It Pays Page 20, Dec. 
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Export and Import 
Ping Pong Balls vs. Ammunition 


Page 26, Aug. 
Canada’s Strength Against Any Reces- 
sion Page 35, Aug. 


Credit Conditions and Collections in 
Latin-America Page 28, Sept. 
Steps to Expand America’s Trade 
Abroad Page 37, Sept. 


Forecasts 

Reading the Business Indexes of Mid- 
1953 Page 11, Jan. 

High Level Business Ahead, Say Lead- 
ers Page 8, Jan. 

And How Close Was YOUR Forecast of 
Indexes? Page 23, Sept. 

Fraud 

Crooked Bankrupt Rarely Escapes if 


Creditors Act Page 18, Aug. 


12 Keys to Lock Out Check Forgeries 
Page 31, Oct. 


General Business 


Leaders See Good Business Year Ahead 
Page 25, Jan. 


Times Call for Brains, Not Panaceas 
Page 11, Feb. 


From Tightrope to Halter Page 29, Feb. 


Coasting Days Over, It’s Time to Pedal 
—Heimann Tells Bank Officers 
Page 20, Apr. 
Transition Period in ’54-’55 
Page 39, Apr. 
Whoa! Can’t Live Forever! 
Page 16, June 


Credit Will Cushion Readjustment, But 
It Must Have Sound Policy: Heimann 
Page 16, July 


Atomic Energy in Business 
Page 18, July 


Insurance 


Playing Loosely with Insurance Means 
Losing Customer’s Business—or Yours 
Page 18, Apr. 


Helping Buyer Build Adequate Insur- 
ance—Symposium Page 8, Oct. 


Trusting the Employees Is Too Expen- 
sive Page 14, Oct. 


Fire Hazards in Supermarkets 
Page 16, Oct. 


Appraisals That Don’t Appraise . 
Page 18, Oct. 


Business Interruption Insurance Has 
Much to Offer Page 20, Oct. 


Legal Liability in Fire Page 23, Oct. 
Insurance and Credit Ride Together; 


Three-D Coverage Page 28, Oct. 
Complete Coverage: Replacement Is 
Basis of Evaluation Page 40, Oct. 


Insurance: First Aid to Credit Opera- 
tion—Symposium Page 8, Dec. 


Legal Rulings and Opinions 
Georgia Tax Liability; Indiana Bulk 


Sales Law Page 27, Jan. 
Confessed Judgment Notes 
Page 28, Feb. 
Occupation Tax Rules Page 31, Mar. 
Pay to Sick Employee Ruled Tax- 
Exempt Page 31, Apr. 
Illegal Invasion of Premises; Liability in 
Garnishment Page 27, June 


Recovery in Bankruptcy; Florida Chain 
Store Tax Page 36, Sept. 


Drunken Driver’s License; Bailment 
Lease Page 25, Nov. 


Hazard of the False Affidavit 
Page 15, Jan. 


N.A.C.M. Conventions 


Meet Your Hosts for Montreal Credit 
Convention Page 33, Jan. 


Group Committees—Montreal 

Page 35, Feb. 
Group Programs at Montreal 

Page 33, May 


Montreal Focuses Sharper Light on 
Credit Problems of Two Nations 
Page 29, July 


President Eggerding’s Report 
Page 31, July 


Membership Awards; Association Sec- 
retaries Honored Page 32, July 


Resolutions and Policies Page 37, July 
Convention Pictures Page 21, July 


Executive Committee Personnel—San 
Francisco Page 35, Dec. 


Office Planning and Equipment 


Equipment Makers Outdo Themselves 
Page 18, Jan. 


Baker’s Dozen of Forms and Procedures 
Vital to Credit Page 8, Apr. 
From Closed Frontier to Wide Open 
Office Spaces Page 22, Apr. 
Meet the Winners of CFM’s Awards 
Page 8, May 
Comfort for Speed Is Business Show 
Theme Page 8, Nov. 


Better Lighting for Cleaner Job 
Page 22, Nov. 


_ Operation of Credit Department 


Worker: Creator or Robot? 


Page 14, Feb. . 


Buyer—Sel'ler—Collector, Credit Man 
Must Be All of Them Page 20, Feb. 
Key Factors in Managing Credit 
Page 14, Apr. 
Credit Problem Told in Pictures 
Page 12, May 
Credit Man the Doctor Keeping Fingers 
on the Business Pulse Page 24, June 
How Figure Costs of Credit Depart- 
ment? Page 14, July 
Spadework for Credit Decisions 
Page 20, Aug. 
Business Consultant with a Sixth Sense 
Page 35, Sept. 


Profiles 
The Messer Credo: Serve One Another 

Page 12, July 
Salute to William Fox’s Service 

Page 24, Nov. 
Promotions 
Meet Winners of CFM’s Awards 

Page 8, May 

Public Relations 
Human Relations Page 18, Mar. 
Customer Relations Page 19, Mar. - 


Inter-Company Relations Page 20, Mar. 
Manager Reneges Unless He Performs 
Public Service Page 24, Feb. 


Renegotiation 


Public Interest v. Award for Efficiency 
Is the Tug-o’-War in Renegotiation 
Problems Page 18, June 

Exemption of Standard Commercial 
Articles from Renegotiation Urged 

Page 16, Nov. 


Sales 


Credit and Sales Leaders Spell It Out at 
Atlanta Conference Page 22, Mar. 
Sales and Credit Operating in Tandem 
Page 20, Sept. 
Credit as Right Arm of Sales Is Re- 
sponsibility of Treasurer 
Page 17, Nov. 
More Care, More Daring Is Demand of 
Buyers’ Market Page 27, Nov. 


Symposiums 


Taxes—Aids and Cautions Page 8, Feb. 
Which? Open Invoice or Ledger Sheets? 
Page 8, June 

Holding the Accounts Receivable in Line 
Page 8, July 

Bankers’ Cooperation Is a Two-Way 
Street Page 8, Aug. 
Is Cash Discount Operation 75 Years 
Behind the Times? Page 16, Sept. 
Helping Buyer Build Adequate Insur- 


ance Page 8, Oct. 
Insurance: First Aid to Credit Opera- 
tion Page 8, Dec. 
Taxes 
Taxes—Aids and Cautions (Symposium) 
Page 8, Feb. 
March Is Near; So’s That Frustrating 
Trip to Tax Wringer Page 18, Feb. 


Profit-Sharing Plans and Trusts Offer 
Corporation Way to Cut Down Tax 


Bill Page 30, Mar. 
Warehousing 
Criteria for Lending on Warehouse Re- 
ceipts Page 14, June 


A Supplier Turns Warehouser—And 
Customer Prospers Page 24, Aug. 
Query: Is Secured Distribution Pos- 
sible? Page 20, Nov. 
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L] Brief Items on Credit Activities and Meetings 


BINGHAMTON, JOHNSON Crry, Enpicort—“Recent Changes in 
the Bankruptcy Law” was the topic of David J. Goldstein, 
of Utica, a federal referee in bankruptcy for the Northern 
District of New York, before the Triple Cities Association 
of Credit Men. 


SEATTLE, WasH.—“Significant National Trends” was the topic 
of Congressman Thomas N. Pelly, member of the Inter- 
state and Foreign Commerce committees, before the Seattle 
Association of Credit Men. Mr. Pelly was twice president 
of the Seattle Chamber of Commerce and has been active 
in the promotion of trade with the Orient. 


Fort Worth, Texas—Dr. Arthur A. Smith, vice president and 
economist of Dallas’ First National Bank, labor arbitrator 
and former regional director of the U. S. Bureau of Labor 
Statistics, was the principal speaker at the Fort Worth 
Association meeting. 


ToLepo, Oxn1io—A “Financial Merry-Go-Round” discussion 
before the Toledo Association had as participants Dean 
B. L. Pierce, Bowling Green State University; Charles W. 
Gilmore, financial editor, Toledo Times, Dr. H. H. Frisinger, 
professor of finance, University of Toledo, and W. E. 
Watson, vice president, Commerce National Bank. Jim 
Fenner, vice president, Electric Auto-Lite Company, blew 
the whistle. 


Newark, N.J.—The sound film, “The Importance of Selling,” 
sponsored by the National Sales Executives, was shown 
before the New Jersey Credit Women’s Group at their 
dinner meeting. 


Boston, Mass.—‘“Retail Credit as a Sales Force” was the 
topic of John J. Canavan, Sr., manager of the Credit Bu- 
reau of Greater Boston, at the dinner meeting of the Boston 
Chapter, National Institute of Credit. 


Mempuis, Tenn.—Mayor Frank T. Tobey of Memphis ad- 
dressed the credit association’s monthly luncheon meeting 
on “Credit in the City of Memphis.” 


Axron, On1o—“U. S. Treasury Policy and Credit Manage- 
ment” was the subject of a talk by Robert H. Collacott, 
assistant to the chairman of Standard Oil Company, at the 
opening meeting of the Akron association’s fall season. 


BattrmorE, Mp.—Louis Paradiso, assistant director, Office of 
Business Economics, Department of Commerce, spoke on 
“Factors in the Present Business Economic Situation” be- 
fore the Baltimore Association of Credit Men. 


PortLanp, OrE.—Don Eastvold, attorney general of the State 
of Washington, spoke before the members of the Portland 
Association on “The President’s New Commission to Solve 


Federal-State Disputes.” 


Aupany, N.Y.—On an inspection tour of the Watervliet, N-Y.., 
plant of Behr-Manning Corp., manufacturers of abrasive 
paper and cloth, following a turkey dinner in the company 
cafeteria, Messrs. Howe, Sidford and Siebert were hosts to 
the Eastern New York Association of Credit Executives. 


Quincy, Int.—Arthur F. Gerecke, manager of the credit and 
collections departments of the Pulitzer Publishing Co., St. 
Louis, and second vice president of the St. Louis Associa- 
tion of Credit Men, addressed the annual meeting of the 
Quincy Association of Credit Men. New officers of the 
Quincy unit are Lawrence Dierking, Central Fibre Products 
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Co., Inc., president; L. H. Sieleman, Gates Radio Co., Inc., 
first vice president; O. M. Helms, Menke Stone & Lime Co., 
second vice president; Lee W. Casburn, Broadway Na- 
tional Bank of Quincy, treasurer; F. A. Pryor, Garrelt’s, 
counsellor and director, all of Quincy; and J. F. Schofield, 
secretary, St. Louis Association. 


NASHVILLE, TENN.—“What We Don’t Know About Insurance” 
was the subject of a panel discussion before the Nashville 
Association of Credit Men. Howard Ford was moderator. 
Members of the panel and their respective fields were: 
William E. Booth, fire and allied lines; W. P. Deese, liability 
insurance; John J. Brady, Jr., crime and dishonesty in- 
surance; Sidney Hooper, life insurance; and John W. 
Barker, marine insurance. 


GETTING SET for the women’s activities of the 1954 Credit 
Congress of the National Association of Credit Men, in San 
Francisco May 16 to 20. Miss Della Hanson (left), credit 
manager, Blake, Moffitt & Towne, Seattle Division, chairman 
of the national credit women’s executive committee, and past 
president of the Seattle Credit Women’s Group, discusses prepa- 
rations for the banquet and meetings to be held at the Fairmont, 
Mark Hopkins and Huntington hotels, with Mrs. Delia Busey, 
credit supervisor, Folger Coffee Company, San Francisco, host 
city women’s chairman. 


Grand Rapips, Micu.—The newly enacted Michigan Business 
Receipts Tax law was the subject of Donovan G. Rau, 
director of Specific Tax, Michigan Department of Revenue, 
at a luncheon meeting of the Grand Rapids group. At the 
following meeting Robert D. Cooper, F.B.I. special agent, 
discussed fraudulent checks, the federal Stolen Property 
Act, the transporting of fraudulent securities, and ways 
in which credit agencies have been of help in the appre- 
hension of criminals. 


MiLwavkEE, Wis.—Theodore H. Silbert, president, Standard 
Factors Corp., New York, was guest speaker at the Mil- 
waukee Association’s luncheon meeting, on “The Credit 
Outlook for 1954.” 


MINNEAPOLIS, Minn.—Shirley Stigney, partner, Aldrich and 
Stigney, management consultants, spoke before the credit 
women’s group on “Credit Women in Management.” The 
Minneapolis Association. of Credit Men heard Theodore H. 
Silbert, president, Standard Factors Corporation, on the. 
new year in credit. 





